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Force Feed Oilers Standardized for Stock 


HE “Genuine Detroit” Force Feed Oiler, Model JTS, 

has been so designed that it is universally adaptable 
to all types of steam engines, gas engines, pumps, air com- 
pressors, etc. 


Manufactured in 1, 2, 3 and 4 feed sizes, with shaft extend- 
ing through the oiler permitting it to be driven from either 
end and furnished complete with the necessary connections 
for easy and substantial installation. 


IN ADDITION TO BEING SUPERIOR IN APPEAR- 
ANCE AND FINISH THIS NEW AND BETTER 
FORCE FEED OILER EMBODIES NUMEROUS 
OTHER DISTINCTIVE FEATURES. Let us tell you 
about them. Write for Catalog No. 100 and prices. 


FOR small steam engines and pumps where a correspondingly small 
sized oiler is desired we offer the Model LS. 


This oiler is manufactured in one-feed, one quart capacity only and like 
the Model JTS finished in lustrous black enamel, furnished complete with 
all necessary fittings for installing. 


THESE OILERS ARE, BECAUSE OF THEIR SUPERIOR FEA- 


TURES, READILY SOLD AND CARRY A HIGHLY SATISFAC- 
TORY PROFIT TO JOBBERS AND DEALERS IN MILL SUP- : | 
PLIES. 
G DETROIT [UBRICATOR (OMPANY. G 


DETROIT, U. S. A. 


TRIED AND PROVEN 


Over twenty years of satisfactory service have established the reputation of Buckeye Bronzes 
in all parts of the world. We believe in giving our customers what they want and when they 
want it. 


An attractive proposition is open to Mill Supply Jobbers who desire to be judged by the qual- 
ity of the products they handle. 


BUCKEYE 


It Bearing Bronze Bars 


STOCK SERVICE—AII sizes of cored and solid bars, 12” long. 
OUR GUARANTEE—Every bar must machine right or we make it right. 
SALES HELP—Our missionary salesman is at your disposal. 


Send for our Code, Size and Weight chart. 
The Home of Quality Bronzes 


THE BUCKEYE BRASS & MFG. CO.,  Bronzesmiths Since 1900. CLEVELAND, O. 
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BASING PRICES ON REAL COST 


There is much unscientific mill supply jobbing be- 
ing carried on in this country, according to the 
statement of men who are well posted in the busi- 
ness. It isn’t anything new that has just been dis- 
covered ; it is a condition that has existed for many 
years. It is disturbing to the industry and should, 
therefore, be eliminated. The legitimate weapon of 
attack is education. The errors must be pointed out 
to the unknowing in such a way that they will 
realize why they should not be allowed to continue. 

W. M. Pattison, whose letter appears elsewhere in 
this issue, strikes the nail on the head when he 
states that, with the cost of doing business averag- 
ing from 1714 per cent to 20 per cent, distributors 
are going to find it difficult to make the grade. As 
he says, “if some heavy direct shipment, amount- 
ing to possibly $10,000, were to take a profit of 
perhaps five per cent, an equal volume of business 
must be done at from 30 to 35 per cent profit in 
order to bring this average to the actual cost of 
doing business.” 

No one who knows Mr. Pattison questions his 
business judgment, and there is also no question 


as to his sincerity in saying that conditions this 
year are such that serious consideration must be 
given to operating costs, and selling prices based 
on these costs. This should be one of the first steps 
in the campaign of education—to point out to all 
mill supply jobbers the fact that they must de- 
termine their actual cost of doing business and base 
their prices on this, and not on cost of merchan- 
dise alone. 

It will be profitable for all mill supply men to 
read the comments of other jobbers on the state- 
ments of their Ohio confrere. The policy of the 
Noland Company is of particular interest, because 
the company has a definitely established line beyond 
which the salesmen of the house cannot go in the 
matter of establishing prices, and furthermore, it 
precludes any expenditure of time and effort in en- 
deavoring to secure orders for carload lots at small 
profit. This is another point that mill supply men 
may well consider. With the cost of doing business 
based on the gross sales, is it businesslike to per- 
mit salesmen to devote time to closing sales for 
large volume, small profit lines, when the same 
amount of effort might be expended in closing less 
voluminous, but more profitable, sales? 

This cost of doing business idea is not a hack- 
neyed theme by any means, even though it has been 
alluded to at mill supply conventions for several 
years. It is vitally important to all jobbers, and 
for that reason the doctrine must be preached again 
and again until it literally becomes part of the mill 
supply man’s bible. 

An old mill supply distributor within the last fort- 
night, commenting on the changes in the conduct of 
general business within his lifetime, remarked that 
when he first went into business, trading was a real 
risk. Nowadays, with vast sources of credit infor- 
mation and with a better spirit existing among busi- 
ness men, much of the old-time risk is absent, and 
when you give a business firm an order, you may 
feel fairly certain that you will get proper treat- 
ment, and when you sell goods, you may be fairly 
certain that similar treatment will be forthcoming. 
At any rate, business is on a higher plane all around 
than it was in the old days. 

This is true of business in general today. Much 
of the risk is removed. As to the mill supply busi- 
ness, one of the great dangers existing today is 
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within some of the mill supply companies them- 
selves, and this, too, will be eliminated if heed is 
given to the warnings of those who have learned to 
avoid the pitfalls of doing business just for the 
sake of appearing to be business men. 


ARE YOU GOING TO CLEVELAND? 

This year’s mill supply conventions will be marked 
by a radical departure from the customary arrange- 
ments of the business program. The executive com- 
mittees of both the manufacturers’ and the dealers’ 
associations have decided upon a series of group 
meetings, at which the manufacturers of certain 
kindred lines may get together with the dealers who 
are interested in those lines and discuss problems 
which are of mutual interest. 

The principle involved in this new plan appears 
to be sound, and while it is probable that there may 
be a little confusion on the initial trial of the new 
order, it has an appeal that should be popular 
among both manufacturers and dealers. It is worthy 
of a fair trial, because it is a genuine attempt to 
make the mill supply conventions of more far-reach- 
ing importance to the industry. It indicates, too, 
another advance in the work of more closely binding 
together all of the forces in the mill supply field. 

It is also a matter for congratulation that the 
National Pipe and Supplies Association is again go- 
ing to hold its convention during the same week 
and in the same city in which the three mill sup- 
ply associations will meet. The value of this plan 
was conclusively proved by the attendance at both 
the pipe and supplies and the triple conventions 
last year. With so many allied interests, it is a 
distinct benefit to all four associations, and a saving 
in time and money for those who are members of 
two organizations. 

teports from Cleveland indicate that the local 
committee is leaving no stone unturned to make the 
nineteen twenty-four conventions live long in the 
memory of all who attend, and the hotel reserva- 
tions already received at this early date give as- 
surance that the attendance will set a new record. 

Those manufacturers and dealers who were not 
present at last year’s conventions should put the 
dates down now on their schedule of important busi- 
ness engagements. It is doubtful if those who were 
at last year’s Cincinnati conventions need anything 
more than a reminder. Don’t let anything inter- 
fere with your attendance. Mark the week of May 
nineteenth on your business calendars. You will 
not regret it. The Hotel Cleveland is headquarters. 
setter make your reservations now. 


BE WILLING TO LEARN 

Many mill supply dealers sometimes fail to ap- 
preciate the possibilities of markets which are lying 
right at their doors, for certain products which they 
might very profitably stock, but which they have 
never stocked, chiefly because they have never hap- 
pened to think of them. In fact there are many 
lines admirably adapted to mill supply house selling, 
that are now uncommon items in the general run 
of mill supply stocks. The dealer who does not 


keep his eyes open for good marketable specialties 
seems to be doing himself an injustice. 

Not so very long ago a western mill supply dealer 
was questioned by MILL SUPPLIES as to whether or 
not he stocked a certain line of products. It hap- 
pened that this particular item was casters, although 
the point at issue would be as pertinent for any 
one of many products. The dealer’s eyes literally 
gleamed as he replied in the affirmative, and he 
added that he had only put the line in stock a mat- 
ter of months ago, because he had never dreamed 
that it was such a good line for him to handle. 

Pressed as to how he came to put this line into 
stock, the dealer stated that while on a visit down 
East last year, a friendly dealer asked him whether 
he had ever stocked the line, and upon receiving a 
negative reply, the Easterner merely cautioned, 
“You are missing a good bet.” So the Westerner 
went his way, and upon returning home looked 
around a bit, and as a result put in a line of indus- 
trial casters. He has found that his friend in the 
East was absolutely right. 

You can always learn something by keeping in 
touch with what the other fellow is doing, but un- 
less you do some looking around afterwards you may 
bite off a little more than you can swallow. Know- 
ing that a line has proved good in other supply 
houses, the next thing to determine is whether it is 
a good line for you to stock. You will have to learn 
this for yourself, but it is a costly lesson if you 
first stock up with a supply and then try to sell it. 
How much easier is it to have your field representa- 
tives, your sales organization, ask a few questions 
from friendly buyers as they go around. Find out 
whether such products are bought in any quantity, 
what the present source of supply is, and whether 
it wouldn’t be a service to the manufacturer to 
carry a stock of the particular products in question. 

Then, find out what sizes or types are in demand, 
so that you won’t fill your racks and bins with a 
lot of slow sellers. It is somewhat peculiar, but 
nevertheless true, that an inquiry in different locali- 
ties about the demand for various sizes of a certain 
product often shows that there is a wide variation, 
even though the product at first thought would belie 
such a condition of the market. It was recently 
found that a four-inch size of a particular product 
was the best seller with a man in one section of the 
country, while another section seemed to like a three 
and a half-inch size better. These are sectional dif- 
ferences which each dealer must investigate. 

A prominent mill supply house buyer, whose com- 
pany serves a very large industrial territory, was 
approached a few years ago by a salesman for an 
electric glue heater. He hadn’t given such a line 
a thought, but the salesman convinced him that it 
was one for which a good market could be found. 
He did not stock it merely because the salesman con- 
vinced him that it was a meritorious product; he 
first made absolutely certain that this particular 
type of heater would sell. When he was convinced 
of this, he entered his order. 

Attempting to impress on veteran mill supply 
dealers this general idea of looking about to find 
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suitable lines may seem a somewhat puerile effort, 
but the fact remains that the dealer who learned 
about the casters from his Eastern friend, was no 
infant in the mill supply business, nor was the buyer 
who investigated his markets first. They both 
learned something new, and something which proved 
profitable. It pays to be willing to learn. 


THIS IS THE BETTER WAY 

Many manufacturers should consider the wisdom 
of the words of caution, which officials of the 
bureau of foreign and domestic commerce have re- 
cently voiced against the fallacy of stressing price 
on quality goods. Some time ago a certain Ameri- 
can manufacturer entered the foreign field with a 
product, the chief selling point of which should have 
been the quality of the steel. Because of special 
conditions, the selling price of the product was such 
that the manufacturer was able to undersell foreign 
competitors. The manufacturer, therefore, instead 
of pushing the quality feature, and mentioning the 
price as merely an added reason for purchase, based 
his entire selling campaign on the low price of his 
article. He obtained a large business, but later 
found it necessary to raise his price above that of 
his competitors. The inevitable happened, and the 
customers, already sold on a price basis, naturally 
turned to the competitors with their orders. 

According to well informed commercial investi- 
gators of the commerce department, certain nations 
have become known in the eyes of the world as coun- 
tries producing many low priced articles of indiffer- 
ent quality, and this condition has been even more 
marked since the war, because of depreciated cur- 
rencies. Today, these countries can no longer under- 
sell, and as a result importers abroad who formerly 
bought from the countries in question are now mak- 
ing inquiries in this country. “If American manu- 
facturers of such articles will, in selling these,” says 
the commerce department official, “place the em- 
phasis on quality and service rather than on price, 
they will stand a good chance of making permanent 
customers of those importers who formerly bought 
goods elsewhere.” 

The analogy fits into the distributing end of the 
mill supply business just as aptly as it does to the 
manufacturing end. The quality and service house 
is the one that gets the good business in the long run, 
after the low price competitors have found them- 
selves out of the running. Like the manufacturer 
abroad, who built up a large business on low prices, 
the low price mill supply dealer must eventually 
come to the point where he must either raise his 
price, or go out of business. On the other hand, the 
house which builds up the reputation for real quality 
and service, and sells itself on this basis, is even- 
tually going to be the one to step in when the price- 
cutter is no longer able to continue to defy the laws 
of economics. 

Quality goods and service are real foundations for 
a mill supply house, and the house which fails to put 
them into their building materials, will be building 
on the sands, and will not last when storms strike. 


teferring to the practical importance of service in 
creating markets, the commerce department officia! 
points out some striking examples of the manner in 
which the service factor has developed foreign mar- 
kets. One of the illustrations used is the case of an 
American engineer representing a large American 
manufacturer of railway and industrial machinery 
and supplies. Traveling through China, he visited 
shops and studied the various types of machinery 
used and the native methods existing, and was able 
to suggest valuable changes, both in machinery and 
methods, and in new uses of machinery. Needless 
to say, he built a great business, because he sold real 
service and quality goods. 


CROWD OUT THE GLOOMS 
There is always a dangerous tendency in Ameri- 
can business life to seize upon the slightest oppor- 
tunity to disparage the real conditions existing at 
any moment. When everything is running along 


_In fine shape and skies are clear, immediately there 


seems to start the rounds the rumor that a change 
is coming, that good times cannot last long. When 
a small threatening cloud appears, it is at once 
magnified, and the joy-chasers begin to spread their 
warnings that a storm is coming. Then a host of 
mariners on the business seas begin to trim their 
sails, or run to cover, and as they run, they pass 
the warning along to others, so that before long 
it becomes a regular procession to the harbors of 
poor business. 

The recent scandals that have arisen in connec- 
tion with the oil lease disclosures have given some 
of these disciples of gloom a grand opportunity to 
come into their own, and they would have you 
believe that conditions are in a sad state, and that 
because a few government officials are being dragged 
through the mire, business is going to the bow-wows. 

It is a source of satisfaction to note President 
Coolidge’s warning to the nation against allowing 
the oil investigation hysteria to be translated into 
a business hysteria. Business conditions, as the 
president says, are in a healthy condition generally, 
and there is no basis in fact for viewing them in 
any different light. 

Viewed from the standpoint of the mill supply 
industry, reports from different sections of the 
United States indicate that the healthy conditions 
are being reflected in the business being done by the 
mill supply jobbers, and furthermore give assurance 
that business in their line will continue to be that 
way for several months to come. The basic condi- 
tions existing at the opening of the year, which led 
mill supply men in all parts of the United States 
to be conservatively optimistic regarding the coming 
months, are still unchanged. Of course, if mill 
supply men are going to insist that business is going 
to be affected, without taking into consideration that 
there are no sound facts upon which to base their 
conclusions, then surely they are sowing seeds that 
are bound to bring bad crops. On the other hand, 
if they sow the seeds which good common sense 
should tell them to sow, they cannot fail to reap a 
harvest that will bring them joy and contentment. 
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Let’s 


be frank 


about transmission belting 


The Mechanical Rubber 
Company’s line gives dis- 
tributors these combined 
advantages: 


3. 


The most complete line 
of mechanical rubber 
goods manufactured. 


. Quality standardized and 


above question. 


. Sales exclusively through 


distributors. 


. Effective, business-build- 


ing sales assistance. 


. A profitable cost basis. 


ore about our dis 


tributor arrangement 


No belt delivers power because of super-adjec- 
tives used to describe it. 


We want our message about Marco Belting to be 
a simple and straightforward statement of fact. 


Here is the fact that counts. There are a great 
many mill foremen, superintendents of factories and 
plants, and practical power men, who say that 


Marco Belting gives them neanees satisfaction than 
any other belt. 


That means that Marco Belting must be reliable, 
fit, uniquely serviceable, long wearing, on a variety 
of power jobs. It IS. 


If we could make a better belt—a better value— 
than Marco, we would. 


That’s why Marco Belting is winning and hold- 


ing the good will of an increasing number of users 
and distributors. 


Well bought is half sold 


The Mechanical Rubber Co. 


CLEVELAND, OHIO 
Sales Offices: 4614 Prospect Ave. 
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Keen Interest in “Better Business” Campaign 


Economic Arguments Advanced By Prominent Mill Supply Dealers Who 


Believe “Selling For Profit’ Is the 


Mill supply dealers in all parts of the United States are 
recognizing the growing need of instituting “better busi- 
ness” methods in the sale of mill, mine and allied sup- 
plies, and already many of the more prominent supply 
houses are relegating “profit for volume only” to the 
background. Several times during the past year MILL 
SUPPLIES has urged editorially that the cost of doing 
business must be taken into account, if the mill supply 
business is to arrive at a point where the invested capital 
will bring rightful returns. 

In the February issue the leading editorial stressed the 
point that this year, because of the prospect of unusual 
competition for business, dealers must give attention to 
the need of making profit on all their sales. Shortly after 
publication of the editorial, a prominent Ohio jobber in 
a letter to MILL SUPPLIES, expressed himself as being in 
thorough accord with the sentiments in the editorial. 
Other representative jobbers were then asked for an 
expression on their views on the conditions which the 
industry now faces. The replies show the reactions 
which are taking place in the mill supply field. 

The Ohio jobber in question is W. M. Pattison, presi- 
dent, The W. M. Pattison Supply Co., Cleveland. His 
letter follows: 

“T read with much interest your editorial in the Feb- 
ruary number of MILL SUPPLIES where you make refer- 
ence to the keen competition that will probably prevail 
in the mill supply business during the year 1924. This 
is in line with my comments published in your January 
number. 

“Tt has been my experience running over many years 
that under normal conditions it is quite difficult to se- 
cure a profit that will cover your expenses and the bad 
debts contracted during any one year’s business. This 
is especially true of conditions prevailing since the war 
during which period our operating costs have soared. 
During the year 1915, the taxes paid by the company 
amounted to 35/100 of one percent of our sales, while 
during 1921 this amounted to over seven per cent. This 
excessive amount included, of course, the excess profits 
tax of our 1920 business. 

“In a very large degree we have been dependent upon 
an advancing market for a satisfactory year, and the 
indications are that prices are now at the peak and 
that there will be a gradual decline in values running 
possibly over a period of years. 

“With the cost of doing business running from 17% 
per cent to 20 per cent, distributors will find it difficult 
to make the grade. If some heavy direct shipment, 
amounting to possibly $10,000, were to take a profit of 
perhaps 5 per cent, an equal volume of business must 
be done at from 30 to 35 per cent profit in order to 
bring this average to the actual cost of doing business, 
without allowing anything for profit. 

“I am no pessimist, but as I view the situation, the 
conditions this year will be such that we must give 
serious consideration to our operating costs and base 
our selling price on these conditions.” 


Alvin M. Smith, president, Smith-Courtney Co., Rich- 
mond, Va., sent in the following expression of opinion in 
reply to an inquiry from MILL SUPPLIES: 

“I am in full accord with the sentiments expressed 


Only Sane Policy to Pursue 

by the prominent jobber mentioned in your letter of 
February 12th. I will go further and say that, in my 
opinion, a great many jobbers would have lost consider- 
able money in 1923 except for some of the advances made 
by the manufacturers during that year. _ 

“There is a great deal of ignorant and unscientific 
jobbing being done at this time. How any sane mer- 
chant can accept business for shipment out of his stock, 
on some of the margins that have come to my attention 
in the past few months, when his overhead is running 
from 124% per cent to 15 per cent greater than the gross 
profit made on the transaction, is more than I can under- 
stand; and for that reason I heartily endorse the state- 
ment of your correspondent, that very serious consider- 
ation must be given to operating costs throughout this 
entire year, and unless our selling prices are based upon 
a reasonable and fair return above our operating costs, 
we are not going to have a successful year in this 
industry; and no doubt we will see a lot of concerns 
pass out. 

“The thinking merchants in our industry must put 
their heads together and endeavor to cure the sickness 
of this character that is existing in some places. It 
takes lots of patience and plenty of courage to do this, 
but we must all have it and keep everlastingly at it. 

“In view of these statements, I am not a bit pessimis- 
tic. I have felt that prices will not go higher this year, 
and that jobbers’ stocks throughout the year will cost 
about the same without advances on which to base a 
fictitious profit when selling prices are fixed too low. 

“As long as the purchase power of the dollar remains 
around 65 cents (pre-war), and prices average some- 
thing over 15 per cent of the pre-war level, we must 
expect gradua! declines; though I do not anticipate our 
reaching any such level as we had before the war.” 


L. U. Noland, president, Noland Company, Inc., New- 
port News, Va., throws a different angle on the solution 
of the problem and shows how his company has solved 
it. There follows Mr. Noland’s statement: 

“Answering your letter of the 12th, relative to the 
general economic conditions of the mill supply business, 
I cannot agree with your prominent jobber of mill sup- 
plies who stated that a jobber was dependent on an ad- 
vancing market for a satisfactory year. 

“It is true that an advancing market brings out a 
great deal of business and enables the jobbers, in some 
instances, to buy on a low market and sell on a high 
one, but to use an old term, “what goes up must come 
down,” and the law of averages, I believe, will prove 
that what you make on the advance will be absorbed 
on the decline. 

“There is only one way. It’s to follow the market 
up and follow it down and every sale that is made must 
carry a legitimate profit. 

“The so-called 5 per cent business has never paid 
any jobber who has made a practice of going after this 
class of business. It is true that the average overhead 
expense will run around 15 per cent to 18 per cent and 
we have all heard the remark, ‘we made $50 on this car, 
and if we hadn’t sold it, we wouldn’t have made the 
money.’ We travel twenty-three men and one of our 
strictest rules is—a salesman cannot take any business 
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Dodge means power savings to the 
manufacturer— profits to the dealer 


—said the 
Superintendent 
of 
a Mid-western 
Woodworking 
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A NY 


saves 


You have many old customers and 
lots of prospects who can save money 
with Dodge Friction Clutches 


Any factory having machines or groups of 
machines which are consuming power while 
idling is a logical prospect for a number of 
Dodge clutches. 


You can sell them on power savings—be- 
cause you can point to the thousands of in- 
stances where Dodge clutches have saved 
their cost and more during the first year of 
operation. Solid 

Clutch 
You can sell the Dodge clutch in the face of . 
competition because of its mechanical sim- 
plicity and on the strength of hundreds of 
instances where they have stood up under 
the most severe 24-hour service for twenty 
years and more. 


If you are not stocking Dodge clutches, you 
are losing many chances to sell customers 


who may not be in the market for other 
lines. 


Send for our dealer proposition. 


Friction 
Clutch 
DODGE MANUFACTURING CORPORATION 
| General Offices: Mishawaka, Ind. W orks: Mishawaka, Ind., and Oneida. N. Y. / 
EVERYTHING FOR THE MECHANICAL TRANSMISSION OF 


Branches: New York Philadelphia Pittsburgh Boston Cincinnati Newark Chicago wer 
, Adanta Minneapolis St. Louis Houston Seattle San Francisco s) 


When writing to Advertisers please mention Suppties, 
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LEATHER 
100 % 


SUBSTITUTE 


Actual tests, made at the Mellon Institute and at Cornell 
University, have proved that when width, thickness and ten- 


sion are the same, a leather belt will pull a 40% and up larger 


Leather grips the pulley. 


To make a substitute belt transmit 
the same amount of power as a leather 
belt, the tension must be increased 
till it is one and four-fifths times 
greater than that necessary with a 
leather belt. This means increased 
load on machinery, pulleys—increased 
friction and consequent loss of power. 


Leather belts, watet-proofed, can 
be run even under water with most 
satisfactory results. 


load than a substitute. 


flex and bend 


Leather belts can be made endless 
and repaired right on the pulley. This 
is rot true of substitute belts. 


Leather's fibres! Thousands upon 
thousands of these tiny fibres give, 


naturally and without 


internal friction. They give leather 
its wonderful strength. A leather belt 
will last from two to six times as 
long as a substitute. 


A leather belt with only £'/2% slip will transmit 40% more power than a 


similiar substitute belt with the same slip. At 2'2% slip a leather belt will produce three times the 


horsepower of a substitute belt. 


Manufacturers are invited to write us regarding their belting problems. 


Interesting and 


informative booklet on belting and transmission will be sent you free upon request. There 
is no obligation. Mail us the coupon on the right. 


; Address—Research Division 
THE LEATHER BELTING EXCHANGE, Forrest Building, Philadelphia 


The Leathe- Belting Exchange is not a company operating for a profit or for selling belts. 


maintained by the leading leather belting manufacturers to promote research work on power transmission and to 
furnish impartial information. on belting. 


‘Nothing takes the place of Leather 


We 


Reproduced above is one of the powerful 
advertisements appearing in a list of over 
twelve publications going to belting users. 
It will help you sell more leather belting. 
It is the heavy artillery of The Leather 
Belting Exchange backing up your efforts 
on the line. Other advertisements will 
appear regularly. 


It is an organization 


6 booklets on power trans- 


THE LEATHER BELTING EXCHANGE 

! Forrest Building, Philadelphia 

Please send me your 

| mission—FREE. Also, without obligation, place 
your mailing list for subsequent informa- 

| tion developed by your research work on belting. 

Name... 

| Name of firm 

Address 
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Leather belting users are going to get the FACTS 


There is going to be no more doubt about 
the superiority of leather belting. Men 
who use belting are going to know the 
truth. They are going to know that leather 
—genuine, honest leather—delivers at least 
40 per cent more horse-power than any 
leather-substitute belting ever made. 
are using the best method to tell them. 


When writing to 


Advertisers please mention 


a 
00% 
| 
| 
| 
4 
Bey 


QUPPLIES 


at less than 10 per cent profit on our cost, unless first 
securing the approval of the management. 

“To offset one’s argument about making 5 per cent 
on carload business, while it is true that you get some 
business that way that would not come to you other- 
wise, if, however, diverted to the proper channels where 
he could secure pickup orders that would carry his aver- 
age profit, he would be better off at the end of the day. 

“Carload business at 5 per cent is not profitable busi- 
ness, and about reducing our overhead expense, while 
it isn’t an impossible task, it is going to be a mighty 
hard thing to reduce the salary of our organization to 
meet cheap competitive conditions, for we are not will- 
ing to go back and live in the atmosphere or under the 
same conditions that we lived under prior to 1914. I 
have heard it expressed that we can pay the same sal- 
aries but develop more business. There is just going 
to be so much business to develop. There have been 
a great number of jobbers that have gone into business 
in the last five or six years so we will all have to go 
back to this fundamental principle, that to live we must 
perform a service and for this service, we must ask 
a profit and this profit must be great enough for us 
to live upon. 

“With the declining market, there is not likely to 
be a great deal of carload business and if the volume 
falls off, we must increase our selling price accordingly, 
and about the only way that we are going to stay in 
business is to ask a profit; stick out for it and just be- 
cause some fool jobbers want to cut their profit, I can 
see no particular reason why we should do likewise. 
“Personally, I do not believe there is much chance of 


reducing our operating cost. The volume is going to - 


be less so we must increase our selling price. If there 


is any other way out, I would like to have someone 
show me.” 


T. James Fernley, advisory secretary-treasurer of the 
National Supply and Machinery Dealers’ Association, be- 
lieves that there must be a larger discount allowance 
from manufacturers in the near future. He states: 

“In reply to your favor of the 12th, permit me to 
state that I have noted with interest and much satis- 
faction your editorial in the February issue regarding 
the importance of doing business with a profit. 

“As we know, when prices commenced to soar sky- 
ward, the situation was met by a changing of the dis- 
count and it was thought that this was simply a tem- 
porary matter, and when prices reacted, the old plan 
of a high list and lower discount would automatically 
take care of itself. 

“The trade has been waiting for a long time for a 


lowering of prices, but they do not seem to come down - 


very rapidly and it is the consensus of opinion of those 
heard from, that it is necessary to advocate a revision 
of prices so that the list price will be nearer to the 
price to consumer.” 


T. F. Bailey, president, Banks Supply Company, Hunt- 
ington, W. Va., stressed the need of doing business eco- 
nomically in the following letter: 

“We acknowledge your letter of Feb. 12th, asking our 
opinion of the business future for 1924. 

“You have, indeed, asked us a hard question. We 
subscribe to several statistical organizations and no two 
of them agree. Our own thought is this: That those 
firms that are able to do business economically, carry 
adequate stocks and handle their sales and service prop- 
erly will continue to prosper. Every year since we have 
been in business our sales have increased. We are urging 


our salesmen to call on more people, to push sales, to 
be particularly anxious to secure orders from the better 
credit risks and, in fact, to expose themselves to busi- 
ness. Opportunity is always open to an honorable hustler. 
We are confident that our sales will increase in 1924.” 


J. M. Barr, vice-president and treasurer, E. D. Morton 
& Company, Louisville, Ky., replied as follows: 

“We believe that in the main the remarks of this 
jobber are entirely correct. We differ from him only 
in respect to the fact that we should be able to make a 
profit on a steady market and not have to’ depend on 
the rising market for profit in our business. This can 
be accomplished by close and frequent buying, keeping 
stocks to a minimum and watching expenses as care- 
fully as possible. 

“Our cost of doing business, as stated in your letter, 
will run from 171% to 20 per cent. This cost, we think, 
is unusually high and requires most careful and con- 
servative management to reduce it. We look forward 
to the close of 1924 with a great deal of confidence, as 
business seems to be holding up in a very satisfactory 
manner. We do not look for as much disturbance in 
1924 on account of the presidential election as is usually 
prevalent in election years. 

“We think that the business conditions are sound in 
every respect, and see no reason for upsetting circum- 
stances for the next eight or ten months.” 


A prominent middle western mill supply jobber in com- 
menting on the situation stated: 

“I believe that the cost of doing business on supply 
items only is over 21 per cent on an average throughout 
the bulk of the houses that are members of the National 
Supply & Machinery Dealers’ Association. Where the 
total cost of the concern is less than 21 per cent on them, 
it is surely due to their having some departments in 
which the margins are larger or the margin and volume 
are such that it brings down their total cost for the year. 
As far as we are concerned, we had a handsome volume 
in our supply department last year, but we did not have 
enough profit to put in your eye, and I think that is gen- 
erally true of the supply houses in the northern part of 
the country. If we take our total business—that is, an 
average of all our departments, our cost of doing busi- 
ness is well below 171% per cent, but on supplies alone it 
is over 21 per cent. 

“T have talked with a half dozen dealers in the last two 
or three months, and they all feel the same as I do about 
last year and about general conditions. How is it pos- 
sible for a dealer to make any money on some lines? For 
instance, suppose we consider a certain line that costs us 
20 per cent off the list, and is supposed to be sold at list. 
Years ago, this same line cost around 60 per cent or 60-10 
per cent off the list, and individuals who bought an occa- 
sional one at a price of 40 per cent off thought they were 
doing very well indeed, whereas the dealer’s gross margin 
on that sale was 33 1-3 per cent or 35 per cent, which 
would help to take care of the cost, where it was neces- 
sary on a good sized order to sell at 10 per cent or 12% 
per cent margin. The latter margin is about all the 
dealer has now on such lines, and he has no chance of 
making the sales at the higher margin to help average 
up on the line.” 


The following letter was recently sent by a member of 
the National Supply and Machinery Dealers’ Association 
to Advisory Secretary-Treasurer T. James Fernley: 
“In going through the inventory sheets I want to tell 
you that I am tremendously impressed with the fact 
that so many of the supply lines which we carry in 


49 


QUPPLIES 


EXAMINE THE RECORDS— 


Browning 
Paper 
Motor 

Pulleys 


Increase in BROWNING Paper Pulley special orders during the 
last four months— 


| NOV. | DEC. | TAN. | 


_-—| After all the only 
worth while 
record of future 
expectancy is 
past perform- 


ance. 


QUANTITY OF ORDERS 


| | 
———— RATE of Weenty LWCREASE IN QUAN/TY Of ORDERS fon 


BROWNING PAPER PULLE YS 


This PHENOMENAL growth in the amount of special orders received is 


largely due to the promptness with which all orders, regardless of size, are han- 


dled. 


Of the thousands of motor pulley special orders handled during 1923 our 
shipping charts show the following: 


Orders shipped first day.................... 39.2% stock sizes. 

“second day ............. 48.4%  semi-stock sizes. 
third day 9.1% built specially. 
fourth day ........... 2.1% built specially. 
fifth day .8% unusual sizes. 
after fifth day......... .4% very unusual sizes. 


We are very proud of this record breaking service. 


THE OHIO VALLEY PULLEY WORKS 


Incorporated 
MAYSVILLE, KY., U. S. A. 
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stock now cost the dealer discounts ranging from 5 or 
10 per cent off the list to 25 or 30 per cent off the 
list, and I am free to say to you that in my judgment 
this is one of the principal reasons for the lack of net 
profit which so many supply dealers are reporting this 
year. I had known, of course, the trend in all these 
prices but I had not quite realized as fully as I now do 
in how many of the principal lines the discounts at which 
we buy are now 10 to 20 per cent off the list as compared 
with the old discounts of 50 to 80 per cent off the list. 
To you as a former dealer it will be at once apparent 
how much more possibility there is of profit on an 
occasional chuck where our cost is 60 per cent off over 
the present situation where our cost is 20 per cent off 
the list.” 


J. L. Pitts, president and general manager, Brown- 
Roberts Hardware & Supply Co., Ltd., Alexandria, La., 
stated : 

“T heartily agree with the jobber from whose letter 
you quote. During the year 1923 we had a constantly 
advancing market which enabled us to get, not only a 
normal profit, but also that made possible by the advanc- 


For Speeding Up 


ing market. After taking this into consideration, I 
know of no jobber in the mill supply line last year who 
made more than a norma! profit, which would indicate 
to me that most items are being sold on too close a mar- 
gin, considering the enormous overhead which all of us 
must confront in the operation of our business, and 
when we take into consideration the possibility of a mar- 
ket during 1924 with reverse conditions. If there is not 
a decided improvement in the margin of gross profit with 
most of us, we may suffer a loss at the end of the year. 
Most of us for the past four or five years have been able 
to meet the increased overhead by securing a somewhat 
larger volume of business. In fact, with my own firm 
I have been able to hold the percentage of cost down to 
about the average for the past ten years, but, of course, 
there is a limit to every firm’s possibilities so far as vol- 
ume is concerned, and the only other recourse is to add 
sufficient profit to overcome this. 

“It seems that for the past four or five years the public 
has bought very generously, but in my opinion, we are 
due for a change, and when this takes place, it means 


that we must necessarily add more profit to overcome the 
lack of volume.” 


Atlanta Supply House Merely Opens Morning Mail An Hour Earlier 


Speeding up deliveries by the simple expedient of 
opening up the morning’s mail an hour earlier than was 
the custom has proved a great advantage to the Fulton 
Supply Co., Atlanta, Ga., mill supply dealer. It has not 
only resulted in starting orders along to local customers 
at an earlier hour, but it has saved as much as half a 
day’s time on express package deliveries. 

Thomas G. Eubanks, a member of the sales organiza- 
tion of the company, has been for some time in charge 
of all foreign and some of the city orders. It was the 
custom to open the first mail between 8 and 8:30 a. m. 
On January 2, this year, Mr. Eubanks started on a new 
time schedule. He now calls at the post office on his way 
to work, picks up the mail and arrives at his desk be- 
tween 7 and 7:15 a. m. He then sorts out the Georgia 
order mail, has it stamped and entered and in the order 
clerk’s hands before 8 o’clock. The first orders are in 
the shipping clerk’s department by 8:30 a. m. or before. 

Previously orders reached the order desk between 9 
and 9:30, and shipping department between 9:30 and 10. 

In describing the results of the change, an official of 
the company stated: “As our customers know, no supply 
house fills every order complete from its own stock. Ow- 
ing to the fact that many orders call for goods of a spe- 
cial brand or manufacture—and we never substitute 
unless with permission and as a last resort—it becomes 
necessary for us to pick up items from other dealers to 
complete the order as specified. With an hour or an 
hour and a half earlier start there will be little or no 
delay in picking up the short items, because at 9 o’clock 
our trucks will find it comparatively easier to call and 
get away, because of little traffic congestion at that hour. 
Thus the hour and a half earlier start may in reality 
mean three hours saved to the customer in getting his 
orders filled and on their way to destination. 

“It so happens that many trains leave Atlanta be- 
tween 11 o’clock in the morning and 12 o’clock noon, so 
that this hour and a half earlier plan enables us to save 
our customers—particularly on express packages—fully 
half a day in many instances, and orders which in some 


cases wuuld not be delivered to state points until the fol- 
lowing morning are delivered to destination the same 
day, particularly to points south and east. 

“In regard to freight shipments, like other jobbers we 
have had trouble along this line for years. We cannot 
regulate the time of outgoing trains and it has frequently 
occurred in the past that freight delivered at the ter- 
minals as early as four-thirty has been held-over until 
the next night. Under our new plan all freight must 
be at the terminals by three to three-thirty at the 
latest, thus insuring handling by the outgoing trains the 
same night, and delivery not later than the following 
afternoon within a two-hundred-mile radius. 

“If ‘a stitch in time saves nine,’ an hour and a half 
earlier start surely will save time, which multiplies itself 
in effectiveness in most pleasing proportion. Although 
this program has been in practice but a few weeks at 
this time, and like all new plans, has been subject to 
changes here and there, it has in the main worked out 
satisfactorily and we have received warm congratulation 
from many of our customers.” 


New Montgomery Supply House 

J. C. Fischesser, for the past 18 years secretary and 
manager of the Alabama Machinery & Supply Co., 110 
Coosa street, Montgomery, Ala., has organized a new 
company to deal in machinery and mill supplies. Writing 
under the signature of manager of the Southern Machin- 
ery & Supply Company, 310 Tallapoosa street, Mr. 
Fischesser states that he has been contemplating going 
into business for himself for some time, and believes that 
he will be successful in his new venture. The new com- 
pany will cover the territory “that can be reached in a 
profitable way from Montgomery.” The new company 
will carry a full line of both machinery and mill supplies. 
In his long connection with the Alabama Machinery & 
Supply Co., Mr. Fischesser came into contact with many 
manufacturers of mill supplies, and has a wide acquaint- 
ance with mill supply men throughout the country. 
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This Year’s Conventions May Set New Records 


National Pipe and Supplies Association Has Decided to Meet in Cleveland 
Immediately Following Mill Supply Gatherings—Programs Nearly Completed 


The National Pipe and Supplies Association will hold 
its annual convention in Cleveland on Thursday and Fri- 
day, May 22 and 23, with headquarters at the Cleve- 
land Hotel. The machine tool section of the National 
Supply and Machinery Dealers’ Association will hold its 
annual meeting at the same hotel on Monday, May 19. 
As the triple mill supply convention is scheduled to be 
held in Cleveland on May 19, 20 and 21, there is now 
every assurance that this year’s gathering of mill sup- 
ply men will be another monumental success. 

It will be recalled that last year the pipe and supplies 
association met on Tuesday and Wednesday, the two 
days immediately preceding the opening of the mill sup- 


H. D. NORTH, GENERAL CHAIRMAN, CONVENTION COM MITTEE 


ply convention. This year the order of meetings is 
merely reversed, the mill supply associations meeting the 
first half of the week, and the pipe and supplies asso- 
ciations on the succeeding two days. 

The date for the meeting of the machine tool section 
was decided upon at a recent conference in Philadelphia 
between Chairman L. H. Swind of the section and Presi- 
dent William J. Radcliffe of the National association. 
Both morning and afternoon sessions will be held, and 
the entire day will be devoted to consideration of the 
problems confronting the members of the section. It 
is hoped that this will prove the most important meet- 
ing ever held by the section, and consequently every 
effort will be exerted to secure a record breaking at- 
tendance. 

During the latter part of January, Secretary-Treasurer 
F. D. Mitchell of the American association held a con- 
ference with Secretary-Treasurer T. James Fernley of 
the National association in Philadelphia, and it was de- 
cided that instead of having a meeting of the secre- 
taries of the three associations, an effort would be made 
to consolidate the business program of the three associ- 
ations by correspondence. During the past month the 
work of preparing the program has been progressing. 

H. D. North, secretary of The Ferry Cap & Set Screw 
Co., has been appointed general chairman of the Cleve- 


land convention committee which will have charge of ar- 
rangements for the meetings and the entertainment of 
guests. The other members of the executive committe 
of the local committee are: H. W. Strong, treasurer of 
Strong, Carlisle & Hammond Co., vice-chairman; W. M. 
Pattison, president of the W. M. Pattison Supply Co., 
treasurer and chairman of the finance committee; N. J. 
Clarke, The Lake Erie Bolt & Nut Co., chairman of the 
stunt night committee; George S. Case, The Lamson & 
Sessions Co., chairman of the ball committee; Harold 
Seymour, The Columbian Hardware Co., chairman of the 
ladies’ committee; F. H. McIsaacs, Kirk-Latty Mfg. Co., 
chairman of the business arrangements committee; H. E. 
Dickerman, Chisholm-Moore Mfg. Co., chairman of the 
registration committee; and S. L. Murfey, Chisholm- 
Moore Mfg. Co., chairman of the golf committee. 

General Chairman North states that the plans for the 
convention are progressing satisfactorily and that the 
above committee chairmen are appointing the members 
of their respective committees. ‘We find,’ he states, 
“that the Cleveland Hotel, headquarters for the conven- 
tion, is already receiving a large number of reservations 
from all points, which indicates a large attendance, and 
we can assure all members of the associations that there 
will not be an idle moment during the days and nights 
of the convention, and that anybody failing to be repre- 
sented will miss a convention that will be alive from 
start to finish.” 


F. D. Mitchell, secretary-treasurer of the American 
Supply and Machinery Manufacturers’ Association, in 
announcing the preliminary arrangements for the con- 
ventions, issued the following statement: 

“Probably no other industry in the country is so fav- 
ored with a short chain of distribution as the mill supply 
industry. Goods pass from the manufacturer to the user 
through only one intermediary—the dealer. It is but 
natural therefore that the manufacturers and dealers of 
mill supplies look forward to their yearly meetings, 
where the dealer, who comes into direct contact with the 
user, is able to tell the manufacturer what the user 
thinks of his product and what the demand is in the 
various territories of the country. The manufacturer 
could not gain greater enlightenment because the infor- 
mation comes direct from that end of the industry that 
means so much to him. 

“On the other hand the dealer appreciates these meet- 
ings because it gives him opportunity to see himself as 
he is viewed by the manufacturer. Too frequently in 
other industries those in each separate interest go it 
alone and neglect the opportunity to know themselves as 
others know them. 

“Aside from the educational advantages that the 
manufacturer and the dealer obtain through contact 
with each other there is a certain inspiration in mingling 
with those that compose the entire industry; there 
results a broadened viewpoint, and a pride in belonging 
to such an outstanding industry that cannot be overesti- 
mated in its after effect during the many intervening 
months of effort to sustain a spirit of optimism in the 
ever-changing and new difficulties that each meets in 
everyday business. 

“The more one reflects over the potential value of these 
meetings, the more he realizes the value of a united 
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Photo taken through courtesy of The General Crushed Stone Company, 
of Easton, Penna. 


24” 8-ply Grip-Tite Belt. 
Installed March 15, 1914. 


Corliss Engine Drive to 
gyratory crusher. 


18 ft. fly wheel—52” pul- 
ley on crusher. 


Picture shows belt after 
9% years’ service. 


“Has given excellent satisfaction — still in use on our Corliss 


Engine drive to our No. 10 Gyratory Crusher.” —Says the 
Superintendent of the Plant. 


This service is the most brutal and severe in 
the whole field of Transmission Belt Work. 


Order placed through Wm. H. Taylor & Company of Allentown, Penna., 
in December, 1913. They are still our regular distributors at that place. 


It Pays to Handle Diamond Belts 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Atlanta Boston Kansas City Philadelphia New York 
Chicago Dallas Los Angeles San Francisco Seattle 


ransmission BELTS 
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industry, for it and it alone makes possible these meet- 
ings. It would be an entirely different situation if only 
one party at interest—let us say the manufacturer—was 
eager to meet his customer, but this is not the case. 
The dealer is just as enthusiastic with respect to these 
meetings as is the manufacturer. This enthusiasm 
denotes a sound trading condition and the resultant wide- 
spread effort between manufacturers and dealers to pre- 
serve fair trade practices. Indeed, the industry is 
known by other industries as one that has little use for 
the machinery of arbitration of differences. 

“Naturally, when men concentrate their thoughts and 
activities along different channels, they are very apt to 
view matters differently, and the opportunity afforded at 
these conventions to study and discuss current trade 
practices is of supreme importance to the industry 
because it brings each interest out of its own little 
channel of thought and enlarges its viewpoint to embrace 
the viewpoint of the other fellow. We often wonder 
where the mill supply industry would be if for the last 
score of years the manufacturers and the dealers had had 
no opportunity to exchange viewpoints. It certainly 
would not have been in its present healthy condition. 

“At the forthcoming meeting in Cleveland every 
important dealer in the country, members of the National 
Supply and Machinery Dealers’ Association and members 
of the Southern Supply and Machinery Dealers’ Associa- 
tion, will be given what we believe they will realize at the 
close of the meeting, one of the best opportunities ever 
presented to reduce lost motion and bring their products 
into the hands of the user at less cost. 

“The dealers for many months have been giving careful 
consideration to the practices and problems of the manu- 
facturers, and of themselves, and of the demands of the 
users, and have submitted a list of problems which they 
believe the manufacturers can help them to solve, such 
as: “Resale Prices”; “Direct Shipments”; ‘Does 
National Advertising Benefit the Dealer?” 

In turn, the dealers are going to tell the manufacturers 
as to the “Present and Prospective Business Conditions” 
in their respective territories, and are going to discuss 
with the manufacturers their mutual problem of “Sim- 
plification”’. 

“To enable the manufacturers and the dealers to dis- 
cuss these questions to such a point as to arrive at a fair 
consensus of opinion, much more time will be devoted to 
these joint meetings than heretofore. The three associa- 
tions will only hold such few separate executive sessions 
as are necessary to cover matters of internal administra- 
tion, and there will be six meetings at which every dele- 
gate, both dealers and manufacturers will be present for 
the discussion of questions of mutual interest. While 
this is an innovation, it is no experiment as its value has 
been proven at recent conventions of other industries. 

“The convention dates are May 19-20-21 or Monday, 
Tuesday and Wednesday of the third week in May. 

“On Monday, Tuesday and Wednesday mornings each 
association will hold a separate executive session. Meet- 
ings of all the delegates will begin at 2:30 P. M. on 
Monday under the leadership of Dixon C. Williams, 
chairman of the Pipe Tools and Fittings Group of the 
American Supply and Machinery Manufacturers’ Asso- 
ciation. On Monday, at 3:45 P. M., F. H. Mclsaac, 
chairman of the Bolts and Screws Group, will take the 
chair; on Tuesday, at 2:30 P. M., S. Horace Disston, 
Chairman of the Small Tools Group, will preside until 
3:45 P. M., when H. S. Demarest, chairman of the Gen- 
eral Supplies Group, will take the chair. On Wednesday 
at 2:30 P. M., Charles W. Beaver, chairman of the 
Machinery and Equipment Group, will start the meeting, 


and at 3:45 P. M., J. A. Beynon, chairman of the Belting 
and Transmission Group, will take his place. 

“These six meetings will discuss about twelve topics— 
each topic will be connected with the sales and distribu- 
tion of mill supplies or with the general welfare of the 
mill supply industry. 

“At the Monday 3:45 P. M. meeting, the topic, “Pres- 
ent and Prospective Business Conditions,” will be covered 
in an address by Col. L. P. Ayres, vice-president of the 
Cleveland Trust Company. The topic, “The Value and 
Progress of Simplification,” will be taken up at the 2:30 
P. M. meeting on Tuesday, and will be led by A. E. Foote 
of the Department of Commerce. 

“As a matter of convenience to the delegates, the busi- 
ness programs of the three associations will be printed 
under one cover. This is one of those little things that 
proves the harmony of spirit that has been established 
between the memberships of the three associations 
through their many years of contact in conventions. 

“The Hotel Cleveland, which will be the headquarters 
for the three associations, has made preparations to 
take care of a record attendance, and from the reserva- 
tions already made there seems no doubt but that these 
conventions will bring a larger attendance than any pre- 
vious meeting. 

“The manufacturers and merchants of the city of 
Cleveland have appointed an entertainment committee 
with but one ambition, and that is to see that every dele- 
gate leaves Cleveland with the impression that although 
it is the fifth city in the United States as far as popu- 
lation is concerned, it is the first in social hospitality 
and entertainment. This committee has raised a wad 
of money and will take care of every expense in con- 
nection with the entertainment of the delegates and the 
ladies who accompany them.” 
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NEW IDEA IN COUNTRY CLUB 


Purchasing Agents’ Association of Tulsa Active in Organization 
Which Invites Salesmen to Join 

Many mill supply men and even more purchasing 
agents out in Tulsa, Okla., will soon be cavorting together 
on the links, for through the efforts of the Purchasing 
Agents’ Association of Tulsa, a new country club has 
been organized. The club is not restricted to members of 
the association but is also open to salesmen. It has, 
therefore, been very fittingly named The Pursale Country 
Club. The original intention was to restrict the member- 
ship to 200, but half of this number was signed up within 
two days after the lists were open, and it will be neces- 
sary to develop plans for taking care of a larger number 
of members than was originally contemplated. 

E. A. Cook, purchasing agent of the Twin Stores Oil 
& Gas Co., has been elected president of the club; Robert 
Bradshaw, purchasing agent of D. D. Wertzberger & Co., 
is treasurer; and O. V. Borden, secretary of the Purchas- 
ing Agents’ Association of Tulsa, is secretary. 

Among the mill supply men who have already applied 
for membership are the following: E. G. Blaylock, G. A. 
Keefe, E. A. Shaw, J. D. McLin, C. Shupert and Ray 
McKeever, all of the International Supply Co.; A. F. 
Bourne, Oklahoma Iron Works; W. T. Branson, Jos. T. 
Ryerson & Sons Co.; A. F. Campbell, Rossendale-Redda- 
way Co.; F. W. DeLuce, Murray Tool & Supply Co.; 
N. M. Grave, Gustin-Bacon Mfg. Co.; F. C. Shugert, 
Bovaird Supply Co.; P. A. Smith, Sand Springs Supply 
House; H. O. Link, The Fairbanks Co.; P. E. Mahaffey, 
Happy Belting Co.; J. H. Kountz and George W. Stage, 
Continental Supply Co. Many other well known mill sup- 
ply men are also expected to join. 
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MODERN METHODS DEMAND 
DROP FORGED FITTINGS 


The new Hartford Electric 
Light Company’s plant, Hartford, Conn., 
designed and built by Stone & Webster, Inc., is 
one of the most modernly equipped in the country. 
The present day methods of generating light and power 
demand equipment which will stand up under high pressure 
and temperature work. The use of Vogt Drop Forged Steel 
Fittings is endorsed by Stone & Webster and other well known 
engineers and builders thruout the country. 


Let us send you a sample fitting with 


OUR AUTHORIZED AGENTS: our latest bulletin and discount sheet 
METALWOOD MFG. CO. 


€ HENRY VocT MACHINE Co. 


PITTSB’GH VALVE, FOY. & CON. CO. INCORPORATED 


PITTSB’GH, PA. 
LOUISVILLE, KY. 

JOHN SIMMONS CO. | 


Drop Forged { 
Steel Valves J 
and Fittings 


NEW YORK,N.Y 


WALWORTH MFG. CO. 
BOSTON, MASS. 


WALWORTH MFG. CO. } MANUFACTURERS OF DROP FORGED STEEL 
CHICAGO, ILL. VALVES AND FITTINGS, WATER TUBE AND 
HORIZONTAL RETURN TUBULAR BOILERS, 
WALWORTH MFG. CO. | ICE AND REFRIGERATING MACHINERY, tii 
SEATTLE, WASH. | \\ 


BRANCH OFFICES: 
NEW YORK, CHICAGO, TULSA, DALLAS 


OIL REFINERY EQUIPMENT 
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“STONE & WEBSTER! 


When writing to Advertisers please mention MILL SUPPLIES. 
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Shovels Are Good Line for Mill Supply Houses 


Every Mill and Industrial Establishment Are Prospects and Repeat 
Orders Make Up Large Percentage of Sales of This Commodity 
C. L. BUTTS 
Manager of Sales, The Wood Shovel and Tool Company 


While a large number of mill supply dealers have found 
it very profitable to stock a representative line of shovels 
and scoops, there is no doubt many dealers have not 
given this subject the consideration it should have. 

Strange to say, of all tools, a poor shovel probably 
receives more condemnation and a good shovel more com- 
mendation than any other tool used by the laborer. 

In recent years manufacturers of shovels have been 
using their brains and spending money to improve the 


Cc. L. BUTTS 


quality of their product, as well as types or patterns 
which would make shoveling more efficient. They have 
proven to the consumer that quality can be considered 
as important in a shovel as in any other tool. Why not? 
The shovel to one workman is as necessary in earning 
his bread and butter as a saw, plane, chisel or any other 
tool is to another workman. Good and efficient work can 
only be produced with good tools, whether the work is 
shoveling, or bricklaying, or any other line. 

No one knows these facts better than a mill supply 
dealer. My observation has been that mill supply deal- 
ers pay more attention to selling goods of quality than 
any other class of dealers. It is only natural, for the 
trade they sell to principally consists of people who study 
the economy of quality as compared with trash, or goods 
that are bought solely upon the initial cost. 

A large majority of shovels are sold through whole- 
sale and retail hardware dealers. These dealers as a 
rule carry so many items in their stock that such a thing 
as a special effort in educating a buyer on the article to 
be bought is out of the question, so price is the only 
information given. This applies not only to shovels, but 
to hundreds of other items. 

As a rule, though, the mill supply dealer in answering 
an inquiry will proceed to sell his prospect an article 
that he considers has merit in it, the result of the sale 
being a pleased customer and a repeat customer when- 


ever he is in the market again, be it for shovels or some 
other article. 

Now consider the demand for shovels. Every mill or 
industrial concern uses shovels or scoops. Shovels are 
needed to build a factory and needed again to keep it 
running; improvements in buildings, roads, railroads 
and every other form of construction, always call for 
shovels. Think this over, and the volume of the business 
will no doubt impress you. Few other tools are sub- 
jected to such rough usage as a shovel, so repeat orders 
make up a very large quantity. The business is to be 
had if the dealer goes after it with the same energy 
that he does on his other lines. 

During the last two years we have added to our list 
of customers a number of mill supply dealers, and it has 
been most interesting to watch their accounts grow and 
the enthusiasm developed by their salesmen in selling 
shovels. The amount of sales made by some of these 
wide-awake dealers would surprise the dealer who is not 
carrying shovels in his stock, or if carrying them, is not 
pushing sales. The opportunity is offered to all, and 
those who take advantage of it will find it profitable. 


RUMOR OF BIG JOBBER MERGER 


Eastern Mill Supply Dealers Among Companies Mentioned as 
Being Interested in New Combination 

Many well known Eastern dealers of iron and steel, 
who are also prominent distributors of mill supplies, are 
mentioned in connection with a story of a proposed job- 
ber merger. According to published reports from the 
East this is the largest enterprise ever undertaken in 
the iron and steel jobbing field, and more than 30 
eastern warehouses are among the interested parties. 
According to this story, 2 meeting of representatives of 
29 companies out of the list mentioned, was held at the 
Columbia University club in New York City, and other 
meetings are scheduled to be held in the near future. 

Among those mentioned as interested are prominent 
jobbers in New York, Brooklyn, Philadelphia, Baltimore, 
Bridgeport, New Haven, Hartford, Worcester, Spring- 
field, Providence, Boston, Newark, N. J., and one in 
Buffalo. The report has it that the proposed capitaliza- 
tion of the new merger would be $40,000,000. 


Simplify Nuts and Bolts 


To help the farmer, as well as manufacturers and dis- 
tributors, by reducing the hundreds of existing sizes of 
nuts and bolts now used on farm implements and ma- 
chinery, a conference was held on February 19 under 
the auspices of the division of simplified practice in the 
Department of Commerce. Representatives of the 
National Association of Farm Equipment Manufac- 
turers, which suggested the meeting, as well as distrib- 
utors and users of farm equipment, attended. The 
national organization leaders expressed the view that the 
adoption of a few standard sizes and types can eliminate 
costly delays to the farmers, save material and labor 
costs in the manufacture, and eliminate much confusion 
and expense to the distributors who handle spare parts. 
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Advertising That Builds 
Your Business 


Here are just some of the sev- 
enty odd trade, business and 
professional papers. regularly 
carrying Jenkins Valve advertis- 
ing. 


This advertising reaches valve 


buyers in your city, plumbers, 


heating contractors, architects, 
engineers and owners. It is 
stimulating an interest and con- 
fidence in Jenkins Valves that in 
turn is helping to bring more 
business direct to you. 


Are you taking full advantage of it? 


JENKINS BROS. 


80 White Street... 

524 Atlantic Avenue 

133 No. Seventh Street 
646 Washington Boulevard 


New York, N. Y. 
...Boston, Mass. 
Philadelphia, Pa. 
Chicago, III. 


TE IRON ACE 


m= informati ion’ 


IRON TRADE 


] 


UVES 
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MINING 
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QUPPLIES 


Some salesmen will not take no for an answer, and 
they get away with it. Other salesmen, who don’t want 
to take no for an answer, just “spill the beans.” There 
may be some advantage in not knowing when you are 
licked, but there is also some advantage in not waiting 
to get licked. 

One of the best salesmen I ever knew at persisting 
successfully in the face of an effort to turn him down 
was a brush salesman. Not one of these house to house 
men who rings the bell and sticks his foot in the door- 
way when the housewife opens the door, so she can’t 
shut it again, but a salesman who sold paint and var- 
nish and such brushes to the trade. 

Another salesman who was covering some Third 
Avenue territory in New York city had complained that 
a certain hardware dealer would never give him a chance 
to show his line because he had always bought of an- 
other house, and didn’t want to consider any but the 
one line he already handled. 

My friend agreed to try this stubborn dealer once. He 
was determined that he would show his line anyway, 
willy, nilly. He walked into the store when he saw 
that the proprietor himself was right behind the coun- 
ter. “Is the proprietor in?” he asked. “I’m the man,” 
was the reply, given a little suspiciously, as if afraid 
of unwelcome salesmanship. 

“T’ve got a line of paint brushes here I want to show 
you,” said the salesman. 
“T don’t want any. 

on hand now.” 

The salesman had set down his sample case and was 
cpening it. He did not stop when he got that discour- 
aging response, but went on getting out his brushes. 

“T want to show you what I have, anyway.” 

“Well, I don’t want to see ’em.” 

“Oh, it isn’t any trouble and it won’t take me long.” 

“Say, there’s the door!” said the dealer, raising his 
voice and pointing to the doorway. 

“T know it. I came in through it,” the salesman re- 
sponded calmly, still getting out brushes. 

“Well, I don’t want any of your stuff and if you don’t 
get out, I’ll throw you out.” The threat sounded 
serious. 

The salesman straightened up, and he was a big 
fellow. “No sir,” he announced. “You won’t throw me 
out. I’m here on legitimate business, and I’m going 
through the motions of showing these brushes whether 
you look at them or not.” 

He proceeded to take up some of his leaders and ex- 
plain about them. At first the dealer paid no attention. 
He walked the length of the counter and back, but he 
could not help hearing what the salesman was saying, 
and it was not long before a brush was exhibited that 
interested the man, who at once forgot his threat and 
his six months’ stock and asked some questions. It 
turned out that there was a brush that was just what 


I’ve got a six months’ supply 


By Frank Farrington 
AU Rights Reserved 


Compelling a Hearing 


he wanted and hadn’t been able to get from his cus- 
tomary source of supply. He bought twenty-seven dol- 
lars’ worth of those brushes. 

The salesman then showed a kalsomine brush that he 
offered at $7 for a half dozen. 

“That’s no good,” said the dealer. “It’s too cheap. 
If you used that brush on a ceiling, all the kalsomine 
would come down in your face. I generally pay that 
much for a single brush.” 

But it ended in his buying some of the brushes for 
use in whitewashing cellars and stable walls. After 
that, the ice being broken, it was not difficult to make 
a friend of that dealer who subsequently became a good 
customer. 

The ability to size up his man and the willingness to 
go ahead and take a chance enabled that salesman to 
do business where others had failed and as he told me 
afterward, “You never know when there may be some 
one thing in your line a buyer will want if he sees it, 
even after he had said there isn’t a single thing he 
needs.” 

Isn’t it the truth in mill supplies as in brushes and in 
every other line? A buyer may honestly think there is 
nothing he needs at all, and yet he may be forgetting 
some little thing he does really need. And that is with- 
out considering the fact that you may have something 
to offer that such a buyer never heard of, never consid- 
ered, and will easily be interested in if he can be told 
about it. So the great thing is to get a chance to show 
what you have. 

That is where the man who always has some samples 
with him has the advantage over the chap who has only 
his head and a catalog. You can lay down a sample that 
has some intrinsic interest in its appearance, that is dif- 
ferent from anything the buyer has seen, that may be a 
freak designed for just that purpose, just to make the 
buyer feel an interest. When you arouse the buyer’s 
curiosity or interest by showing him something, you 
weaken his determination not to give you a hearing. 
You appeal to him through his eyes as well as through 
his ears. 

That brush salesman might have talked until he was 
black in the face, and as long as he did nothing but talk, 
he would have got nowhere with that buyer who would 
simply have become more and more angry. He began 
appealing to the man through eyes as well as through 
ears. 

An important thing to remember is that your pros- 
pect is thinking in terms of his own business and his 
own interests. When you start right in making an 
obvious selling effort, an attempt to get the man to buy 
something from you, he begins to think up objections. 
His first reaction is that ‘he does not want to buy, and 
he tries by every means to sustain that attitude. 

Naturally, the stronger the appeal, the more ways 
you get it across simultaneously, the better your chance 
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Alexander Leather Belting 
Stands more punishment- 
Gives longer service at lower 


belt-mile cost. 


Highest Quality Since 1867 


ALEXANDER BROTHERS 


414 NORTH THIRD STREET, PHILADELPHIA 


Why Manufacturers Are Specifying 
BOND Roller Bearings 


Changes are continually being made in manu- 
facturing plants and as many of the changes 
mean increased equipment, the question of power 
is a primary consideration. How can more ma- 
chinery be operated without increase, or with the 
least increase, in power? 


wy Patented and Patents pending 


Invariably Bond Roller Bearings can solve the 
problem. By installing them throughout the 
plant, an actual saving of at least 10 to 15% of 
power can be made. This saving alone would al- 
low the operation of an equal percentage of new 
equipment. The cost of the bearings would, in a 
very short time, be repaid, and their purchase 
would stand on the company’s books as one of 
the best investments it ever made. 


The ease of installing Bond Roller Bearings, 
without disturbing hangers or shafting, is another 
point in their favor. 

The sale of Bond Roller Bearings is proving profit- 
able to many mill supply dealers. Arguments for 
their use are convincing and every user of trans- 
mission is a prospective buyer. Write for full in- 
formation, prices and dealers’ discounts. 


Consult MacRae’s Blue Book for the nearest Bond distributor 


Bond Foundry & Machine Co. 


Manheim. Lancaster County, Pa. 
Chicago Office: Reeves Bond Sales Co. 

7 Clinton and Monroe Sts. 
New York Office: Bond Foundry & Machine Co. 


173 Lafayette St. 


The Roller Bearing with Electrically Welded Steel Collars 
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of getting a hearing. If you have nothing to show but 
a catalog, you reach the buyer first only through his ears. 
You cannot show him pictures in the catalog until you 
have convinced him by talk that he ought to look at 
them. If you can double your appeal by reaching the 
buyer’s mind through eyes as well as ears, why isn’t it 
good business to take advantage of the opportunity to 
do so? 

Sometimes a difficult prospect can be interested merely 
by the salesman devoting his efforts from the first to 
completely convincing him that he ought to investigate 
the proposition, instead of to halfway persuading him to 
buy. Some buyers are alienated by too much selling 
effort at the outset and not enough effort at interesting 
them in learning about the proposition. 

Instead of making it a buying and selling argument 
from the first, why isn’t it better to start in with a 
consideration of what your product can do for the buyer, 
what it will mean to his business, what ways his business 
needs such advantages as you are going to offer? When 
you begin by setting the buyer to thinking about his own 
business and its requirements, and the desirability of 
being able to manage it more efficiently, you get a dif- 
ferent reaction. He is thinking in terms of effect; of 
better factory production, of larger profits, of greater 
production; not in terms of cost. 

The first few minutes of your talk with a prospect are 
pretty likely to make or break you with that buyer. In 
five minutes you either get his interest enough so he 
will hear your story, or he decides that he will not listen. 
Be careful that you do not give him reason to give you 
a decided negative before you have had a chance to say 
your say. Many a buyer has been lost just because after 
he had said no, he would not back down from that first 
position, even when in the bottom of his heart he was 
interested. There is a type of buyer, as you know, who 
hates to back down from a position once taken. When 
such a buyer has definitely said no, he will stick to it 
though the heavens fall, and though his better judgment 
tells him he is wrong. 

Some of the hardest approaches in salesmanship are 
harder than need be just because the salesman has made 
up his mind in advance that they are going to be hard. 
A salesman has heard that a certain buyer is difficult 
to approach, that he has it in for all traveling salesmen. 
This reputation may be justified, but more likely it has 
come from his turning down cold a salesman who did 
not know how to approach him, and who immediately 
went out and spread the news that so-and-so is hard 
boiled. The salesman who fails to get in with a buyer, 
when asked if he sells that buyer, is quite apt to try 
to justify his failure by making it appear that the 
buyer is impossible. We all hate to own up to our fail- 
ures. We seek to place the blame somewhere else. 

When you find yourself afraid of a buyer you have 
never seen, just make up your mind that he may be a 
terror to some other salesmen without there being the 
slightest reason for your failing with him, especially if 
you know how to make a tactful approach to a man who 
is busy and indisposed to waste time needlessly with 
salesmen who are easily dismissed and whose house and 
line are unknown to the buyer. 

If you allow yourself to form advance prejudices 
against certain buyers, you ought at least to fortify 
yourself when you tackle those men, just as that brush 
salesman was fortified in advance against his dealer, by 
his determination that he would go through. 

Sometimes we are surprised to find how easy some 
task proves, which we had expected would be difficult. 
More often it happens that the task we expect to be diffi- 


cult is difficult for us, at least to the extent that we 
are scared in advance, just because we expected that such 
would be the case. 

Much of the fear of failure with buyers we have 
heard are difficult, is nothing more nor less than “buck 
fever,” which is a fright that comes from within rather 
than from without. It is nervousness. Learn to con- 
trol your nerves, and to look the situation in the face 
and see it as it is, not as you are afraid it might be. 
Then you can get a fair chance-with almost any buyer. 


BRITISH MACHINERY MARKET 


United States Occupies Important Position in Supplying Demands 
of United Kingdom’s Industries 

The international machinery trade of the world is 
largely divided between the producers in the United 
Kingdom and the United States for, although Germany, 
France, Belgium, Switzerland and a number of other 
countries had furnished machinery for the world’s com- 
merce and in previous years occupied positions of greater 
importance, a situation has now been reached where the 
bulk of this trade is given to British and American 
manufacturers. 

Because British manufacturers occupy such a very 
important position as exporters of machinery, there is 
somewhat of a tendency to overlook the large volume of 
machinery exported from the United States to the United 
Kingdom, and this applies to a very wide range of ma- 
chinery. Even in pre-war years these exports were very 
heavy. In 1910, the United Kingdom ranked third among 
all the foreign markets for American machinery, absorb- 
ing more than $4,500,000 worth of American equipment. 
By 1913, the United Kingdom occupied second position, 
consuming more than $10,400,000 worth of such ma- 
chinery. During the war period, this trade became very 
heavy for obvious reasons, but even in 1922 the United 
Kingdom still ranked second in importance, receiving 
$12,791,732 worth of American machinery. It might be 
added that generally speaking the machinery exported 
from the United States to the United Kingdom repre- 
sents our better classes of equipment, such as machine 
tools used either for large production or precision pro- 
duction, labor saving equipment or any one of a great 
variety of specialties produced in the United States. 

The volume of the machinery imports of the United 
Kingdom is large, being for 1922 about $21,500,000 for 
strictly industrial machinery. But, although this ma- 
chinery is drawn from a great variety of sources, the 
United States occupies an exceedingly important position 
in this trade, furnishing nearly two-thirds of these im- 
ports into the United Kingdom. 


Con Pipe Orders 


The production of cast iron pipe for the month of 
December, based on reports from 12 manufacturing es- 
tablishments, was 63,714 tons. The shipments of cast 
iron pipe during the month were 59,434 tons. Orders 
for pipe specified to be shipped from stock totaled 16,917 
tons, and specified to be made 168,383 tons. The report 
is confined to bell and spigot pipe manufacturing. 


Malleable Castings Figures 


Production of malleable castings in December, 1923, 
in 126 plants in the United States was 49,724 tons. The 
shipments for these same plants were 46,664 tons. 
Orders booked amounted to 45,012 tons. The percent 
of total capacity operated was 46.5. 
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We would like a few new dealers 
to take on the Royersford line 
where we are not represented. 


Our production of Sells roller bear- 
ings, hangers, couplings, collars and 
similar transmission appliances now 
enable us to supply additional dealers 
where we are not now represented. 


If you would like to take on a trans- 
mission line that is well advertised 
and where the service is fast and 
where each dealer is considered an 
important dealer, then we would like 
to hear from you. 


Martin G. Sperzel 
is sales manager 


—you might address him 


Royersford Foundry & Machine Co. 
43 N. 5th Street Philadelphia, Pa. 


Royersford Products are regularly advertised in: 


American Machinist Mechanical Engineering 
American Miller Management & Adminis- 
Belting & Transmission tration 

Dodge Idea Manufacturers Record 
Cotton Oil Press Machinery 

Factory Mill Supplies 

Industrial Management Textile World 


as well as in Sweet's, A. S. M. E. Catalogs and 


and other Royersford Products 


Republic’s Proposition 
to jobbers in 1924 


1924 must be a year of co-operation. Never 
before in the history of the Rubber Industry 
has the necessity for a perfect understanding 
between jobber and manufacturer been more 
clearly indicated. 


The Republic Rubber Company realizes this. 
It has shaped its policy accordingly. The guid- 
ing thought has been, “what does the jobber 
want—what has he a right to expect?” And, 
in answer to this double question, Republic 
presents the following as the planks of its 1924 
selling platform: 


1. A line of rubber items sufficiently com- 
plete to permit effectively supplying the 
requirements of trade solicited. 


2. A quality of product uniformly good and 
capable of delivering service results that 
should reasonably be expected. 


3. A price basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


4. Freedom from competition from his 
source of supply, either direct or indirect, 
among the’ trade covered by his day 
to day solicitation. 


5. Selling help of reasonable amount, so 
that his sales force may be given ad- 
vantage of specialized training and 
knowledge of the product sold. 


The success of this policy rests with the job- 
bing trade. Without the co-operation of the 
jobber, the manufacturer’s efforts will be of no 
avail. Republic feels confident, however, that 
this co-operation will be forthcoming. Secure 
in the knowledge that its part has been faith- 
fully performed, Republic requests for its rep- 
resentatives the opportunity to present its 
proposition in full detail. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


REPUBLIC BELTING 


When writing to Advertisers please mention Svupp.ies. 
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Kansas Dealer Shares Profits With Customers 


Monthly Dividends Only One of Many Unusual Features of Business 
Policy of A. C. Rynders, Who Believes in Applying the Golden Rule 


A policy of sharing profits with customers each month 
is in operation in a Kansas mill supply house. It has 
now been a feature in the business for two years, and 
according to A. C. Rynders, originator of the plan and 
owner of the White Star Company, Wichita, the supply 
house in which the unique idea is carried out, it appears 
to be working out in just the manner in which it was 
intended. “At any rate,” according to Mr. Rynders, 
“it’s the fair and square and just way of treating your 
regular customers, the ones whose business is making 
a profit for you.” 

Naturally every customer who makes a purchase dur- 
ing any one month doesn’t figure in the division of prof- 
its. Those eligible are what might generally be termed 
“regular customers,” those who repeatedly support the 
supply house with their business, month in and month 
out. Each month the business of each of these regular 
customers is figured up, also the total amount of profit 
of the White Star Company’s business for the month. 
Then a certain portion of the company’s profits is di- 
vided up among the customers, in amounts proportionate 
to the business of the individual customer for that par- 
ticular month. 

Mr. Rynders believes that the customers who contrib- 
ute to the upbuilding of his business are entitled to a 
share of the profits. He furthermore believes that the 
profit-sharing plan has been a good-will producer and 
has increased the volume of business which his company 
has received from many of the customers in its terri- 
tory. 

This unusual profit-sharing plan is only one of many 
unique features of the Rynders policy. Among the oth- 
ers are included a system of departments based on the 
percentage of profit on the various products in each; 
a novel profit-sharing plan for the benefit of employes; 
a daily balance sheet; immediate payment and discount- 
ing of invoices, eliminating any complex bookkeeping 
system; and a system of self-education by traveling and 
studying other dealers’ methods of doing business. 

In his departmental plan, Mr. Rynders has divided all 
of his lines into five departments, according to the per- 
centage of profit which each line brings. Each depart- 
ment is lettered, A, B, C, D and E. He then has a sixth 
classification for any special sales which he himself might 
make. All of the latter are listed separately. At the 
end of each day, the sales and profits for each depart- 
ment are totaled, and at the close of each day’s business, 
Mr. Rynders knows not only what the profit in each de- 
partment is on the day’s business, but what the total 
profit for the day is on the total day’s business. 

“When I first went into the supply business,” said 
Mr. Rynders, “I was told that it was impossible to set 
any definite profit-making figures on all items in the 
business. I have absolutely disproved the theory to my 
own satisfaction, and not only that, but by grouping 
the products sold into the departments by profit per- 
centages, with the expenditures of but a few minutes 
time each day, it is possible to know exactly where the 
business stands at any time.” 

Another unusual feature of the White Star Company’s 
policy is that no open book accounts are kept for man- 
ufacturers whose products the company buys. Each 
day checks are mailed for the net amount of every 
voucher that is received by the company. “It cuts out 


fifty per cent of the bookkeeping work,” explained Mr. 
Rynders. ‘“‘Why go to all the bother of keeping a great 
big set of books to remember discount dates and other 
data, when you can settle the matter at once. We have 
never had any difficulty in straightening out any ques- 
tions of error after the bills have been paid.”  Inci- 
dentally many manufacturers state that the only time 
they hear from the White Star Co. is to receive orders 
and receive checks. 

On the other side of the fence, however, it doesn’t 
work the same, and Mr. Rynders admits the discount 
problem is still an annoying one for all dealers. There 
are many business men who do not yet seem to realize 
that 10 days net means 10 days net, and two per cent 
in 15 days does not mean that when paying the bill 
on the 15th day of the second month after the invoice 
is received, the discount may still be deducted. Any- 
way that is sort of extraneous in this narrative. 

“Do you pay your employes a bonus?” Mr. Rynders 
was asked. Here is his reply: “The time to talk bonus 
is after the year is closed, not before it is started. There 
is never any mention of bonus in my business. All of 
our salesmen are hired with definite salary arrange- 
ments. It isn’t any use to tell an employe that you will 
give him a bonus at the end of the year. He would 
prefer that you add it to his weekly payroll. However, 
it has been my custom to let everybody connected with 
the company share in the profits of the year’s business.” 

Mr. Rynders really makes the mill supply business a 
hobby. He is primarily a contractor, and it was through 
an early connection with the contracting business that 
he originally entered the supply business. He had been 
employed by a company which was a big contractor for 
mills and elevators. He recognized the need for some 
source of mill supplies, and made an arrangement where- 
by he could get in a stock of supplies, using the com- 
pany’s warehouse and making a division of the profits 
of the business. Gradually, he developed a liking for 
the business and bought out the entire business. 

By a simple system of records, to which he refers as 
his “hotel register,’ Mr. Rynders keeps track of all 
sales of every line stocked by his company, and with 
very little effort on the part of one of his clerks, these 
register listings are drawn off. Consequently, Mr. 
Rynders can tell you at a glance how much business he 
did in any manufacturer’s line last year, and previous 
years. 

This unusual mill supply man is a great believer in 
self-education by traveling and observation, and spends 
many weeks each year visiting around in different parts 
of the United States, dropping in here and there on a 
mill supply manufacturer or dealer, investigating new 
sources of supply and new lines which should be stocked 
by his company. Only recently he returned from a four 
weeks’ visit to the East, during which time he visited 
many mill supply manufacturers and dealers. 

Even on these trips, Mr. Rynders keeps in touch with 
his office, and each day receives a telegraphic report of 
what the books showed the previous night—made pos- 
sible by his daily profit records—and thus he is as well 
posted while on the road as though he was still at his 
office. ‘‘A mill supply man to make a success of his busi- 
ness has to keep his attention on his business and know 
what it is doing at all times,” is Mr. Rynders’ advice. 


63 


4 
d 
| 
| 
| 
| 


Milled Nuts 
Plain and Castellated 
S.A.E. 


Cap and Set Screws 


Milled and Upset 
U.S.S. and S.A.E. 


— 


Your customers’ satisfaction is a decided asset to you. Give them complete satisfac- 
tion on screws and nuts by buying NAMCO—noted for accurate fit, uniformity and 
fine finish. They cost no more and you can get prompt service from our nearest 


warehouse. 
THE NATIONAL ACME CO., Cleveland, Ohio 
NEW YORK BOSTON CHICAGO DETROIT BUFFALO 
V. A. Moore & Co., Atlanta. Warehouses at New York and Chicago. Hughson & Merton, Inc., San Francisco. 


Tried and Proven 


Over thirty years of service have 
established the reputation of the 
Cyclone Lubricator in all parts of 
the world. 


The Cyclone is made in various 
models to suit every requirement 
and is carried in stock by all the 
leading jobbers. 


Write for Cyclone Circular 


Michigan Lubricator Co. 
Detroit, Mich. 
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Inject Family Spirit Into Company Business 


Successful Sales Convention of Flexible Steel Lacing Co. Held in 
Chicago Recently With Wives of Company's Salesmen Among Guests 


The Flexible Steel Lacing Co. recently held its annual 
sales convention in the company’s home offices in Chicago. 
All of the company’s salesmen were in attendance, and 
for three days participated in a series of business ses- 
sions in which conditions were discussed, and plans made 
for the coming month. One of the features of the con- 
vention was the presence of the salesmen’s wives, and a 
special program of entertainment was arranged for them. 


valuable is her interest, and how her stimulation is 
appreciated. Small wonder the ladies voted the conven- 
tion a complete success, and pledged themselves not to 
kick too strenuously when hubbies wired that big orders 
would delay them a day in getting home. 

The closing event of the convention was a banquet at 
the Adventurers’ Club of Chicago, and the accompanying 
illustration shows a jolly group after the sumptuous re- 


HAPPY GROUP AT BANQUET OF FLEXIBLE STEEL LACING CO. 


H. L. Coats, sales manager of the company, presided 
over the business sessions, each of which was in the 
form of an open discussion of some assigned subject. 
Plans, policies, types of belt lacing and lamp guard serv- 
ice, and kindred subjects were discussed at length, in 
order that every man might carry away with him a true 
reflection of what his organization is doing. All sessions 
were marked by spirited discussion and warm interest, 
and the feeling was voiced that the company’s jobbers 
and customers of the latter will receive sounder advice 
and stronger support than ever from the organization. 

Speaking of the ladies, an official of the company states 
that they were invited because the company wants to 
personalize itself to them, and wants Friend Wife to see 
her husband as part of an earnest group, each member 
of which is striving to help make the success of the 
entire organization greater. Thus, she will realize how 


past. It will be noted that the ladies were very well 
pleased with the treatment accorded them during the 
affair. 

It should be stated in passing that the ladies’ program 
included a separate entertainment from the men, with 
the exception of the banquet. They were, however, in- 
cluded in the group taken on a morning’s trip through the 
company’s factory. Aside from this, they did not partake 
of the more serious work of the convention. 

New Pulley Manufacturer 

The Pultex Manufacturing Company has been organ- 
ized in Cleveland, Ohio, to manufacture pulleys for power 
transmission, and has made application for registration 
of the word, “‘Pultex,”’ as a trade-mark. H. B. Bole is 
president of the company. Complete particulars have 
not yet been received by MILL SUPPLIES. 
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Fig 
and bottom. Riveted side seams, stiff 
handles, recessed bottom, corrugated. Al- 
so made with flush bottom and corrugated 
if ordered 


Fig. 925—Seamiess Steel Tote Pan— 
a durable liquid tight pan for economical 
handling of small parts throughout your 
plant; one-half inch reinforcing flange 
around entire top; flaring sides and ends 
allow pan to be nested when not inuse. 


Unsurpassed in strength, durability 
and quality of workmanship, designed 
to withstand very rough handling and 
give the maximum service and satis- 
faction. A large part of our business 
is making special equipment of this 
order to individual design. Our wide 
experience in this work should be 
valuable to you. 


Write for Bulletin No. 227, or send 
specifications for quotation. 


MULLINS BODY 
CORPORATION 


Successors to W. J. CLARK CO. 
O2 Mill St. Salem, O. 


Pressed Steel Boxes and Pans 


Fig. 1C —Steel Tote Box — One piece con- 
struction with laps on end, folded with pressed 
steel handle. Furnished in any size or gauge 
with either straight or tapered sides. 


Fig. 1466—Seemless Steel Factory Cuspi- 
dor—By placing sand or sawdust in these pans 
they make ideal factory cuspidors. Perfectly 
smooth and seamless throughout. No corners 
or joints to which germs will adhere; easily 
cleaned; most sanitary pan for this purpose; 
protect the health of your workmen and add to 
thecleanliness of your plant. Madeof No. 16 
gauge steel ll in. x 4in. deep, tapered. 


Sell 
Themselves 


SAGINAW, MICHIGAN 


Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


SAGINAW MANUFACTURING COMPANY 


When writing to Advertisers please mention Mit Suppties. 
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Optimism Marked Supply Association Meetings 


Central and Eastern Organizations Held Successful Gatherings in 
Chicago and New York and Received Encouraging Business Reports 


The Central Supply Association held its ninety-second 
regular meeting at the Drake Hotel, Chicago, on Feb- 
ruary 20 and 21, with an attendance of 260 representa- 
tives of member companies and approximately 30 
guests. The meeting was an enthusiastic one and indi- 
cated that business is good, and prospects encouraging. 
President M. J. O’Fallon presided at the sessions. 

The convention was opened at 10 o’clock Wednesday 
morning, February 20, with an address of welcome by 
the president. Following this, various reports were re- 
ceived. The resignation of Eljer Company, Ford City, 
Pa., and Plumbing Supply Company, Sioux Falls, S. D., 
were accepted. The following new members were elected: 
August Buschmann & Sons, Inc., Indianapolis; Cahill- 
Swift Manufacturing Company, St. Louis; Grabler 
Manufacturing Company, Cleveland; Johns-Manville, 
Inc., Chicago; C. M. McClung & Company, Knoxville, 
Tenn.; Mideke Supply Company, Oklahoma City; Mueller 
Company, Decatur, Ill.; George J. Roberts Company, 
Dayton; W. A. Russell Company, New York; Taylor 
Supply Company, Detroit; Uniflow Pump & Manufactur- 
ing Company, Dayton; United Brass Manufacturing 
Company, Cleveland; and the Wolff Range Boiler Manu- 
facturing Company, Chicago. The reports of the secre- 
tary and treasurer showed the association to be in a satis- 
factory and healthy condition. 

Louis J. Merkel, of The Merkel Brothers Company, 
Cincinnati, chairman of the cost finding committee, re- 
ported on the excellent work which has been accom- 
plished by the investigation of this committee. 

Hon. Franklin D. Jones, of Washington, D. C., talked 
upon “Trade Associations and the Law.” He outlined in 
a lucid and concise manner what activities are prohibited 
or restricted by federal legislation in the light of recent 
decisions, and explained those activities which may be 
legally and profitably entered into by associations. 

After a buffet luncheon, the Wednesday afternoon ses- 
sion was opened by E. L. Bowman, apprenticeship di- 
rector of the National Trade Extension Bureau, who 
told graphically of the imperative need of aiding and 
encouraging apprenticeship work. He pointed out that 
without journeymen to install the goods, manufacturers 
and jobbers will find their sales decreasing. There is 
still a large field to be covered in the apprenticeship work. 

E. I. Leighton, general manager of the Leighton Sup- 
ply Company, Fort Dodge, Iowa, spoke on the subject, 
“Unnecessary Fluctuations.” He was followed by John 
D. Tschopik, vice-president, Standard Manufacturing 
Company, Pittsburgh, who explained “The Method of 
Salesmen’s Compensation,” which is proving most satis- 
factory in his organization. C. V. Kellogg, president, 
Kellogg-Mackay Company, Chicago, spoke briefly upon 
the “Legality of the Standard Form of Contract.” Mar- 
tin J. Beirn, assistant general manager, American Radi- 
ator Company, discussed “Future Delivery of Orders.” 

Jobbers’ group meetings were held at the conclusion 
of the first day’s general meetings, and problems of the 
jobbing business were discussed. 

The second day’s session was opened by a report of 
J.R. Steneck, sales manager, Illinois Malleable Iron Com- 
pany, Chicago, who is chairman of the code of ethics com- 
mittee. W. E. Clow, Jr., vice-president, Jas. B. Clow & 
Sons, Chicago, gave the members the benefit of some of 


his experiences in handling labor claims. The morning 
session closed after an inspiring address by M. M. Man- 
gasarian on “The Mission of the Modern Business Man.” 

After luncheon, Captain Norman Allen Imrie spoke on 
“Working Together for Billions.” The session was con- 
cluded after reports on business conditions by manu- 
facturers in different industries. Among these latter 
were: Isidor Weil, president, Weil-McLain Company; 
H. M. Reed, general manager of factories, Standard San- 
itary Manufacturing Company; A. C. Brown, president, 
Chicago Faucet Company; Frank Sutcliffe, Wolff Range 
Boiler Manufacturing Company; and William M. Byrd, 
Jr., vice-president, Hammond-Byrd Iron Company. In 
addition papers were read for J. J. Kennedy, sales man- 
ager, The National Tube Company, and B. T. Tilden, 
president, B. O. T. Manufacturing Company, neither of 
whom were able to be present in person. 

The next meeting of the association will be held at the 
Drake Hotel, Chicago, on October 22 and 23, 1924. 

EASTERN SUPPLY ASSOCIATION MEETING 

The Eastern Supply Association held its winter meet- 
ing at the Hotel Astor, New York, February 138, with a 
large attendance. Optimism was the keynote of the gath- 
ering, and all speakers talked in glowing terms of this 
year’s prospects. Frank W. Hubbard, of Boston, presi- 
dent of the association, occupied the chair, and in his 
address of welcome voiced his satisfaction in the busi- 
ness outlook for his industry. 

Several manufacturers and jobbers spoke informally 
of the conditions affecting their own business, and their 
messages were cheerful, even though there were some 
predictions of shortages, particularly in pottery, galvan- 
ized pipe, steel pipe and plumbers’ brass goods. 

Claude Owen, president of E. G. Schafer & Co., Wash- 
ington, D. C., who is also national counselor of the asso- 
ciation to the United States Chamber of Commerce, 
pointed out why business should be good. He showed 
that January car loadings exceeded those of the corre- 
sponding month of last year, and that there has been 
an exceptionally large weekly increase in coal production, 
lumber, cement, copper, iron, steel, petroleum and hard- 
wood flooring. Also, building permits show a gain over 
a year ago; European conditions are improved; money 
is easier, but still no evidence of overexpansion; and in- 
vestigation has proved that there are more good presi- 
dential years than bad. He warned the members to 
watch prices closely, as high costs might discourage 
extensive building. 

E. L. Bowman, educational director of the apprentice- 
ship department of the National Trade Extension Bu- 
reau, spoke on the work of his department and the pro- 
gress made during the past year. 

C. D. West, manager of the investigation and prosecu- 
tion department of the National Association of Credit 
Men of the United States, told about various ways in 
which fraud in failures is practiced, and made a plea for 
larger appropriations for credit departments. 

Other speakers on the program were S. Harby Plough, 
loan officer of the Lawyers’ Mortgage Co., New York, 
who spoke briefly of mortgages and building loans as in- 
vestments; and W. G. Besler, president of the Central 
Railroad of New Jersey, who explained the workings of 
the railroad transportation act. 
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50,000 Hart 


Hart Oil Pumps 

Keep Power On g Oil Pumps in 
Use—67% 
supplied on 
| repeat orders 


Defective parts replaced free -ANY TIME 
Many pumps in use 16 years~ no repairs. 


SHERWOOD MANUFACTURING CO., Brass Founders and Finishers 


Sole manufacturers of Sherwood Engineering Specialties 


Hart Oil Pumps at 
Republic Metalware 
Co., Buffalo, N. Y. 
No back pressure, 
one to four feeds, 
right or left hand. 
Guaranteed to satisfy. 


Get Catalog No. 18-5 a 


1713 Elmwood Ave., Buffalo, N. Y. 


The Only Solid Woven Belt 
Made With Three Sets of 


Interlocking Binders 


Solid Woven Construction is probably the 
latest, or newest method of putting to- 
gether or building a power transmission 
medium. In principle it is mechanically cor- 
rect, but the method of construction to suit 
actual working conditions determines its 


real value. We claim, and can prove 
that the construction, or weave, of 
“WOOSTER” BELTING comes. nearer 


perfection than other types, and is therefore 
a more desirable and safe selling proposition 
for the Jobber. Belting made up to sell 
cheaply must be constructed accordingly, 
and cannot be considered a business builder. 


Iilustration represents quan- 
tity of yarn tightly woven to 
produce WOOSTER Belting. Ninety 

per cent of this yarn runs lengthwise of 
belt, accounting for the strength, endurance 
and high percentage of power transmitted by WOOSTER belting. 


“WOOSTER” BELTING has stood the 


test of service and can be offered with con- 


fidence. Our business has been built up on 
quality. Will it pay you to follow the same 
principle ? 


As Jobbers, you have many transmission and con- 
veyor problems presented to you which require an 
intimate knowledge of basic requirements. Let us 
help you in satisfactorily meeting these conditions. 
Our experience and knowledge are at your disposal. 


DURYEA MANUFACTURING COMPANY 
Bayonne, N. J. 


Also manufacturers of HAN-DEE Belt Dressing, a semi-liquid, put 
up in one-pound collapsible metal tubes. Handy and economical. 


When writing to 


Advertisers please mention MILL SuPPLiEs. 


TV ts 
“eg, 
e | 
fr PATENTED AUG. 31.1909 
—} | 
WODSTERp. 
Trade Mark Reg. U. S. Pat. Off. a > | 
| 
| 
68 
. 


QUPPLIES 


McGraw Sales Conference 


Pep-Producing Event Held By Richmond Mill Supply Organization 


James McGraw, Inc., Richmond, Va., mill supply and 
machinery dealer, held its annual sales conference re- 
cently, and the accompanying illustration is a repro- 
duction of a photograph of the entire McGraw organiza- 
tion taken during the conference. All of the company’s 
salesmen were called in from the road for the big con- 
clave, which took place on a Saturday. Luncheon was 
served at Rueger’s Hotel, and after luncheon S. S. Clary, 
secretary-treasurer and general manager, took charge 
of the meeting. R. E. Pearsall, purchasing agent, and 
H. T. Wagener, sales manager, and several of the sales- 


and the entire organization is enthusiastic over the out- 
look. 

Although the McGraw company traces its origin back 
to 1866, it is really one of the youngest mill supply or- 
ganizations in the country, as a glance at the group 
picture will prove. Up to 1916 the business had been 


a purely local one, but at that time the company started 
on a period of expansion and gradually took on more ter- 
ritory until today the salesmen cover all of Virginia and 


North Carolina and part of West Virginia and South 
Carolina. 


Two years ago the company, having outgrown 


GROUP PHOTOGRAPH TAKEN AT RECENT CONVENTION 


men made informal addresses, and a general discussion 
ensued, the topics including the review of the business 
of the past year, the prospects for the present year, the 
policies that are to be followed and suggestions by mem- 
bers of both the sales and office organizations for closer 
co-operation during the coming months. 

It developed during the meeting that 1923 was the big- 
gest year in the history of the company and that 1924 
prospects are very bright. The reports of the salesmen 
from the various territories were highly encouraging, 


BUSINESS OF FAIR AVERAGE 


That Is What Hardwicke-Etter Company, of Sherman, Texas, Is 
Expecting for the Present Year 


James Biggs, secretary, Hardwicke-Etter Company, 
Sherman, Texas, stated that his company is laying plans 
for a business of fair average this year. He says: “At 
this stage the attempt to make any estimate of what the 
year will bring forth would be like any other foolish 
prophecy—no foundation on which to base it. After all 
it depends quite largely on: our cotton crop, which will 
not be planted for two months. 


“The general rule is that a good crop at a good price. 


means good business, but a poor crop at a very high price 
means poor business. A good cotton crop over the South, 
of course, means a recession from the present price, 
which no human intelligence can foresee, or foretell at 
the present time. Any attempt to do so would be foolish.” 


its old quarters, acquired a five-story building at Tenth 
and Cary streets, Richmond, which provided 60,000 
square feet of floor space. 

In the picture, the salesmen are seated on the lower 
row, from left to right as follows: T. H. Oxenham and 
S. R. Tucker, covering the city of Richmond; S. D. Nun- 
nally and S. K. Heard, Virginia; L. R. Bowman, assis- 
tant sales manager; Hunter T. Wagener, sales manager; 
L. B. Mize, Virginia and West Virginia; S. L. Clement, 
W. G. Baskerville and R. E. Norment, the Carolinas. 


- 


MERELY A CHANGE OF NAME 


The English Tool & Supply Co., Kansas City, Has Reincorporated 
as English Brothers Machinery Co. 

The business formerly conducted under the name of 
the English Tool & Supply Co., 410-418 West 5th street, 
Kansas City, Mo., is now being operated under the name 
of English Brothers Machinery Co. According to the 
official announcement from the company, the purpose 
of the change of name is in order to have it better 
indicate the character of the business. There have been 
no other changes in the organization, the interest in the 
company remaining as heretofore. It has been merely 
a reincorporation of the former company. 

The officers of the company are: President and treas- 
urer, C. C. English; vice-president, James J. Moran; 
secretary, T. F. English. The company operates an iron 
works and also distributes machinery and supplies. 
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WATSON-STILLMAN 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 


Write for catalogs. 


THE WATSON-STILLMAN CO. 


198 Fulton St., New York 
Philadelphia: Widener Bldg. CHICAGO, McCormick Bldg. 


Good Will Builder 


DISTRIBUTORS 


JOHN DOE CO. | 


~ for Your Business 


Organized Sales Co-Operation 
GRAY STRAND and Top Quality Product 


Wickwire Wire Rope is made within our own organization—all the way from the mines to 
the finished product. We mine the ore, make the steel, draw the wire and strand the rope. 
Each stage of production is carried out with a definite object in view, and that object is to 
make Wickwire Wire Rope true to its high reputation—a reputation gained by actual perfor- 
mance. 

We shall be glad to tell you how Wickwire Wire Rope—identified by its Gray Strand—will 
prove a good will builder for your business. 


Wickwire Spencer Steel Corporation 
General Offices 41 East Forty-second Street, New York 


Worcester Buffalo Philadelphia Detroit Chicago San Francisco Los Angeles 
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NEW COMPANY IS DOING WELL 


The Scott-Graham Company Has Showed Steady Growth Since Its 
Entrance Into Mill Supply Field 


The Scott-Graham Company, St. Marys, Pa., is one of 
the newcomers in the mill supply jobbing field. The com- 
pany was organized in August, 1923, and incorporated 
the following month under the laws of Pennsylvania 
with a capitalization of $10,000. Those actively inter- 
ested in the company are Douglas S. Graham, formerly 
a salesman in charge of the western territory for the 
Elk Fire Brick Company, and Gail G. Scott, formerly 
with the Johns-Manville, Inc., in charge of that com- 
pany’s sales in northwestern Pennsylvania. Mr. Graham 
is president of the company, and Mr. Scott is secretary 
and treasurer. 

The company is now covering northwestern Pennsyl- 
vania, and employs three traveling salesmen, calling on 
refineries, power plants, mines, chemical plants and other 
industries located in that part of the state. The lines 
carried in stock at present are pipe and fittings, valves, 
roofing, belting, insulating materials, packing, hose, 
shovels and other mill supply specialties. 

Mr. Scott, commenting on the success which his com- 
pany is experiencing in the mill supply business, stated: 
“Our business has shown a very steady and gratifying 
increase each month since September, and we feel that 
we are supplying a much needed service to the industries 
in this part of the state.” 


Joins Chicago Belting Co. 

The Chicago Belting Company, Chicago, announces 
that Walter W. Williamson joined its sales organization 
on February 1 in the capacity of special factory repre- 
sentative in the state of Texas. Mr. Williamson has 
opened offices for the company at 838 Wilson building, 


RECENT SNAPSHOT OF WALTER W. WILLIAMSON 

Dallas, and will make his headquarters there. He was 
formerly for 11 years with the Briggs-Weaver Machinery 
& Supply Company, of Dallas, first as salesman, then as 
sales manager, and later as purchasing agent. During 
the war, he served two years in the army as disbursing 
officer, being overseas for 17 months with the A. E. F. 
During 1923, he was with the Graton & Knight Company 
of Texas as the latter’s southwestern sales manager. He 


. Barlow; 


was born in Dallas, received his early education there, 
attended the University of Dallas, and with the exception 
of two years in the army has worked in that city. 


Another New Schieren Man 
John W. Dryden, formerly St. Louis branch manager 
of the Graton & Knight Mfg. Company, and more 
recently connected with the Chicago Belting Company, 
has joined the sales organization of the Chas. A. Schieren 


JOHN W. DRYDEN 


Company, and will represent the company among its job- 
bing interests in Illinois, Missouri, Iowa, Kansas and 
Nebraska. “Johnny” Dryden, as he is popularly known, 
has been in the belting business for about 15 years, and 
is particularly well known among the mill supply jobbers 
and large consumers of belting in the middle west. 


Hollis & Co. Business Good 


Hollis & Company, Little Rock, Ark., held its annual 
stockholders’ meeting on February 1 and reelected all 
officers as follows: President, J. L. Hollis; vice-presi- 
dents, J. D. Barlow and J. L. Davis; secretary, A. W. 
treasurer, J. B. Young. The reports showed 
that the company has enjoyed the best business during 
the past year that it has ever experienced, and business 
has started out in a very satisfactory manner in 1924. 


Joins Disston Organization 


H. A. Shier, district sales manager at Pittsburgh for 
Onondaga Steel Company, Syracuse, N. Y., will on March 
Ist sever his connections with that company to take up 
the duties of district sales manager at Pittsburgh for 


the steel sales department of Henry Disston & Sons. 


Hyman Business Change 
Hyman Supply Company, Wilmington, N. C., which 
formerly conducted a supply house also at New Bern, 
N. C., has sold its interest in New Bern to The Mill Sup- 
ply Company of New Bern. Thomas G. Hyman, presi- 
dent of the Hyman Supply Company, states that his 
company will continue to operate its Wilmington busi- 
ness. The Mill Supply Co., to which the New Bern busi- 

ness has been sold, was organized recently. 
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WMLL QUPPLIES 


VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


factory. 


4 

q 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zerc 


weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 


bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 


1 This cut illustrates the ef- 
fective way in which Ford 
advertising is constantly 
working for you—carrying 
the message of the Ford 
Tribloc in current trade 
and business publication 
advertisements, and popu- 
larizing the GREEN Loop 
Guide safety and protec- 
tive feature. 


CHAIN-HOISTS ing new friendships among your pres- 


The words FORD TRIBLOC 
have real merchandising 


value for YOU 


For consistent Ford advertising is mak- 


ent and prospective customers. Thou- 
sands of Ford Triblocs in daily use are 
cementing old friendships, too. 


Ford Triblocs are easily identified—dis- 
tinguished by the GREEN Loop Guide; 
the mark of a well-built and highly effi- 
cient chain hoist. 


Made in capacities from 1% to 20 tons. 
Write for Catalog 6B and Discounts. 


FORD CHAIN BLOCK Co. 


2no & DIAMOND STREETS PHILADELPHIA, PA. 
OVER SEAS REPRESENTATIVE 
ALLIED MACHINERY COMPANY OF AMERICA 
PARIS BRUSSELS TURIN BARCELONA RIO ve JANEIRO 


When writing to Advertisers please mention Surriies 
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QUPPLUES 


Change of Company Name Natural Evolution 


The Hill Clutch Machine & Foundry Company Selected as Better 
Representing Present Activities of Old Transmission Manufacturer 


The change of name of The Hill Clutch Company, 
Cleveland, Ohio, to The Hill Clutch Machine & Foundry 
Co., a brief announcement of which was published in the 
February issue of MILL SUPPLIES, is stated by officials 
of the company to be but the natural evolution of the 
company’s development. Like many other old manufac- 
turing organizations, the company has gradually added 
many new products to the line of original manufacture, 
and the change of company name is for the purpose 
of making it conform more nearly to the nature of the 
business. 

By way of retrospect, it may be said that the com- 
pany is one of the pioneers in the manufacture of trans- 
mission appliances. The business traces its origin back 
to the formation in Cleveland in 1886, of a modest part- 
nership between Harry W. Hill and Jacob B. Perkins. 
That partnership proved to be destined for greater 
things, and in a short space of time the business had 
expanded to a corporation. In 1894 The Hill Clutch 
Company was incorporated, and the business has been 
continued under this name until the past month. 

J. B. Perkins, one of the original founders of the 
company, remains active today in his duties as president. 
H. W. Hill, his partner in the venture, passed away in 
1907. The present operating personnel includes: Harry 
J. Smith, general manager; M. G. Firestone, treasurer; 
C. H. Kathe, purchasing agent; and H. F. Corrigan, sales 
engineer. 

About the time of the organization of the company, 
the electric light and power industry was growing by 
leaps and bounds throughout the United States. Plants 
for manufacturing electric current were dotting the 
country in nearly every city or town of importance. In 
general the primary power units consisted of steam en- 
gines driving dynamos and generators by means of belts 
through jackshafts, with friction clutch control. 

The Hill company was originally started to specialize 
in the exclusive manufacture of a patented friction 
clutch, but the officials of the organization were quick 
to sense the market demand for dependable transmis- 
sion machinery which would serve the complete needs 
of not only this growing electrical industry, but also 
the general industrial trade, mines, quarries, brick and 
clay working plants, textile mills and all other manufac- 
turing interests. Consequently, the company developed 
a complete line of shafting, couplings, bearings, hangers, 
pulleys, tighteners, rope drive apparatus and gears. 

The original Hill clutch was, however, retained as 
one of the company’s feature products, and improved 
from time to time wherever experience proved it could 
be done. According to official statement from the com- 
pany, the highest stage of the development of the clutch 
is the one known as the Smith type Hill clutch, which 
is manufactured now in twenty sizes ranging from 9 
to 1300 horsepower. 

The company also developed and patented what is 
known as the Cleveland type of collar oiling bearing. 
This is a line shaft bearing which provided for a con- 
tinuous oil circulation, maintaining an unbroken oil film 
on which the shaft rides. 

; Another part of the expansion program was the open- 
ing of a large gray iron foundry, containing a complete 
equipment of up-to-date molding machines, for doing 


job work. Then a machine shop was installed to handle 
medium heavy work of any description up to 15 tons, 
permitting the manufacture of special machinery, built 
to customers’ specifications. The most recent develop- 
ment has been the addition of spur gear transformers 
and automatic belt tighteners to the company’s line of 
products. 

Considering all this, it is quite easy to appreciate the 
fact that the original name, The Hill Clutch Company, 
is in reality a misnomer, and that the new name more 
firmly establishes the fact that the company manufac- 
tures not only friction clutches, but a complete line of 
power transmission appliances, as well as special ma- 
chinery and gray iron foundry work. 

First of Its Kind in Japan 

The accompanying photographic reproduction illus- 
trates the first coke screening and handling plant of its 
kind installed in Japan. It was designed and manufac- 
tured by the Link-Belt Company, Chicago. The plant 


has a track hopper, with a reciprocating feeder, deliv- 
ering to the foot end of the inclined belt conveyor. The 
latter delivers the coke to a stationary lip screen, the 
lumps going to a crusher, which is placed directly over 
a long vibrating screen. The fines which pass through 
the lip screen are by-passed around the crusher and fed 
to the vibrating screen, which sizes the coke and drops 
it into the different bins. The bottom of the bins are 
equipped with undercut gates which deliver the sized 
coke to cars and wagons. 


Dixson Heads Brown-Rogers 

W. N. Dixson has been elected president and treasurer 
of the Brown-Rogers Co., Winston-Salem, N. C., succeed- 
ing the late J. M. Rogers. He has been vice-president of 
the company for the past nine years. C. F. Lowe, who 
has been connected with the company for the past 18 
years, and who has been secretary for 10 years, has been 
elected vice-president. N. W. Curl, formerly assistant 
treasurer, is now secretary. 


Took A soutloee Step Forward 


Another step forward in the cementing of better rela- 
tionship between purchasing agents and supply salesmen 
was taken on February 20, when the Baltimore Purchas- 
ing Agents’ Association played host to representatives 
of the various supply houses in that city. Invitations 
were extended to all representative organizations, and 
the attendance made the meeting a noteworthy one. 
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HULL QUPPLIES 


All These Features are 
Exclusive enks 


That Hoist Remains in Stock Just Long 
Enough to Hang the “Sold” Sign on It 


and the reasons are perfectly obvious; just being an ordinary, real good 
hoist would never have caused the heavy, steady, growing demand all over 
the country for this particular hoist—its exclusive features have been the 


of 


loads. 


e 


on a basis of pounds of water removed 
per hour—not on pipe sizes—the Arm- 
strong has greater capacity than any 
trap of equal size. 


Absolute freedom of lower hook. Gain 


of two or four inches in minimum dis- IGHT 


tance between hooks. Enables quick 
installation of new load chain. 


cause; look them over. 
Ball Bearing Spindle increases efficiency and ease of operation. Reduces 
wear at most vital points. 


New Process Chain gives an overload factor equal five times rated capac- 
ity. Increases life of hoist for ordinary service 100%. 


Steel Safety Straps an added precaution to care for extremely heavy over- 


Tube Oiling System insures oiling at vital points. 


Improved Ball Bearing 
Detachable Coupling 


IMPROVED 
FHGH SPEED 


HOIST 


reater 


Reeve why you should cat- 
alog and stock the Arm- 
strong Steam Trap. Greater 
capacity is bringing greater de- 
mand—and the liberal dealer 
plan is bringing greater profit. 
Investigate. 


Ask for the catalog and for a 
trap to test. You'll see, too, 
how the Armstrong won’t pass 
steam, is self-scrubbing, is non- 
air-binding and low in cost. 


Armstrong Machine Works 
318 Maple Street, Three Rivers, Mich. 


“It’s different”. 
and so is the 
dealer plan! 


When writing to Advertisers please mention Mitt Supp ites. 
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QUPPLIES 


Quarries as a Broad Market for Mill Supplies 
Wide Variety of Machinery, Tools and Specialties Used in Cutting 
Stone and in Putting It Into Shape for the Markets of the World 


N. D. PHELPS 
President, The N. D. Phelps Company, Barre, Vermont 


Selling mill supplies is at best a complex business, 
even to an old established dealer who has weathered many 
a storm. So many different conditions are reflected in 
the demands upon a supply house that it becomes nec- 
essary to keep in touch with the pulse of the general 
industrial life in all parts of the territory served by 
the organization. It is largely because of the fact that 
live dealers are more likely to be intimately acquainted 
with the needs of their territories, that they are in a 
better position to render service to the industries for a 
group of manufacturers than are the latter themselves. 

Likewise, many sections of this country present to 
the mill supply manufacturers, problems which are pe- 
culiar to each particular section, and which are dependent 
largely on the outstanding industry in that section. Some 
territories abound in strictly manufacturing enterprises, 
others are largely dependent upon mining activities, and 
still others have a combination of manufacturing and 
mining. 

Even the very young student of geography early learns 
that Vermont is a great quarrying state, and Barre 
granite is universally recognized as a product of merit. 
However, it is doubtful if many manufacturers have any 
well founded knowledge of the nature of the supplies 
which are in use in the quarries from which this famous 
granite is cut. 

The term, “mill,” as applied to furnishing supplies 
required in the quarrying and cutting of granite, may 
be used in its broadest sense. To appreciate this, it 
might be well to consider something about the nature 
of the work of quarrying and the general equipment 
which is utilized in it. 

In the Barre district, the rock is in some cases ex- 
posed on the surface of the ground, and at other loca- 
tions is many feet underground. The top layers are 
seldom of a quality suitable for manufacturing purposes. 
Consequently, shovels, picks, scrapers, steel bars, powder, 
fuses, blasting machines, horses and carts, and often 
temporary power derricks and equipment, are necessary 
for uncovering the lower layers. Diamond core drills 
are used to determine the depth at which merchantable 
granite lies, and the thickness and pitch of formation. 

Building requirements common to all quarries are: 
offices, air compressor house, blacksmith shop, machine 
shop, storehouse, power house, outbuildings, and in some 
cases kitchens, dormitories and recreation rooms. The 
kitchens are being equipped with refrigerating plants, 
steam tables and other modern appliances. 

In granite cutting plants the buildings required are: 
the shed, running from 40 to 60 feet wide and from 
200 to 400 feet long, largely of wood, but some of steel 
construction; boiler and air compressor buildings ; black- 
smith shop, machine shops and recreation rooms. Many 
Owners are also now furnishing steel and wood garages 
for their employes’ automobiles. 

The machinery in use in quarrying includes a wide 
variety: Air compressors with capacity up to 7000 feet 
of free air per minute; electric motors; steam boilers 
and engines; mast and boom derricks; hoisting engines 
up to 100-ton capacity; blondins, locomotives, dumping 
grout cars; electric and gas welding and cutting outfits; 


power-pipe machines; full machine shop equipment; 
steam pumps; gasoline trucks; fire engines and equip- 
ment. Chain, wire rope, rubber hose, belting, drill steel, 
steam and air drills mounted on a tripod or quarry bar, 
are also extensively used. Plug and deep hole pneumatic 
drills are indispensable. 

The equipment of the cutting plants consists of an 
overhead crane of from 30 to 50 feet span, both wood 
and steel construction, running on steel rails from 15 
to 20 feet above the floor of the sheds, and capable of 
handling from 20 to 80 tons; air compressor up to 
200 feet of free air per minute; pneumatic tanks; steam 
boilers for heating and power; steam engines and elec- 
tric motors; power saws for cutting granite; surfacing 
machine; lathes; polishing mills; blowers and exhausters 
for heating and ventilating, or directly removing the 
dust from surfacing machines and sand-blast machines. 

The unit-heating coil with individual blower is used 
to some extent. In addition chain, wire rope, tool steel, 
pneumatic tools, belting, rubber hose and general machine 
shop supplies are also used in the cutting plants as well 
as in the general quarrying work. 

The polishing of granite requires putty-powder, emery 
or carborundum chilled shot, oil and waste. Pipe and 
pipe fittings, valves, steam traps, lumber and nails are 
all common to both quarry and cutting plants. 

It will, therefore, be realized that the quarry indus- 
try is one that combines many phases of manufacturing 
activity, and that a mill supply house catering to the 
needs of the quarries and cutting plants must carry 
a much more diversified stock of supplies than the aver- 
age person, who does not know the quarry business, 
would ever imagine. 


SEEKS CHAIN CUTTING TOOL 


Southern Mill Supply Jobber Would Like to Know About Prac- 
tical Devices That Are Used 

A southern mill supply jobber is anxious to know 
whether any other mill supply house has in use any spe- 
cial device which has proved adaptable for cutting chain. 
The particular problem which this jobber has encoun- 
tered is to find a tool which will prove durable and at the 
same time do a neat and rapid job in cutting proof coil 
chain and also BBB chain in 3/16 to % inch. In the past 
the custom was to use bolt clippers for this purpose, but 
it developed that the jaws broke very easily. A cold 
chisel was the next tool used, but it did not appear 
practicable. 

One of the prominent manufacturers of chain states 
that there is no standard tool for cutting chain, and in 
its own factory it uses bolt cutters for cutting sizes 44 
inch and smaller. On sizes larger than this use is made 
of a block of iron similar to an anvil, with a triangular 
shaped hardie in it with a cutting edge on the hardie. 
The chain is laid on this cutting edge and hit with a 
sledge. This cuts it satisfactorily. On real large sizes, 
such as stud link anchor chain, acetylene torches are 
used. H. Channon & Co., Chicago, and many other mill 
supply houses, use the anvil and hardie method of 
cutting chain, and have found this device practicable. 


“ARMSTRONG BROS 


“ARMSTRONG 
BROS.” 


PIPE TOOLS 


A GOOD LINE FOR YOU, MR. DEALER 


Pat. Applied for 


EFFICIENCY is the basic quality built into 
every ARMSTRONG tool, and our trade mark 
and name are universally recognized by expert 
mechanics as a guarantee of the highest quality 
obtainable. 


Thirty years of experience as designers and 
makers of High Grade Tools, and our excel- 
lent system of Jigs, Gauges, Tests, and inspec- 
tion insures our ability to deliver Pipe Tools of 
Superior Quality at Fair Prices which will merit 
and hold the wide preference given Armstrong 
Tools by skilled workers in the metal trades. 


Armstrong Bros. Dies Cut Like a Lathe Tool. 


Write for Free Catalog 


ARMSTRONG BROS. TOOL CO. 
Tool Holder People’’ 
305 No. Francisco Ave. CHICAGO, U. S. A. 


Simplify Your 
Soldering 


— with Kester Acid-Core Wire Solder 
of course. 


Kester is simplicity itself; it requires 
only heat. Girls are mighty success- 
ful in using it and turn out work on 
a par with experienced help. 


Cut out séparate fluxing—supply 
Kester Solder, because Kester sup- 
plies its own scientific flux from 
within itself and does it more accu- 
rately than is humanly possible. 


This feature doubles production, 
lowers overhead and speaks to the 
manufacturers in terms of profit. If 
soldering enters into your finished 
productyou should knowmore about 
Kester. Let us send you a test sample. 


Sold everywhere by live dealers in one pound coils in 
cartons, and on one, five and ten pound spools 


Manufacturers 


CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago 
Direct Factory Representatives: 

THE FAUCETTE HUSTON CO. 
Chattanooga, Tenn. 

LOUIS J. ZIESEL CO. RICHARD F. ELY 


216 Market St. 66 W. Broadway 
San Francisco, Cal New York City 


KESTER 
c/Acid (Gre WIRE SOLDER. 


(ENLARGED PHANTOM STANDARD SIZE /8INCH DIAMETER) 


Requires Only}leat 


When writing to Advertisers please mention MILL SuPPLIES. 
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HULL QUPPLIES 


Interesting Sidelights on Belting Industry 


Brief History of Leather and Description of Tanning Processes 


An interesting recent contribution to industrial lit- 
erature is a brief history of leather and a description 
of tanning, which has been published in booklet form 
by The American Sole & Belting Leather Tanners, Inc. 
It traces the development in the leather industry from 
the pre-historic period up to the present day, and gives 
an account of the materials and methods used in bring- 
ing raw hides to the finished state. 

According to the narrative, the Indians were well 
versed in the art of tanning. Where the first tanning 
was done by white men in America is not known, al- 
though it has been established that a tanner by the 
name of Experience Miller came to Plymouth in 1628, 
and may have tanned leather after his arrival. Shoes 
were first made in this country in 1628. 

Up to the latter part of the eighteenth century, tan- 
ning was an unscientific process, but at the beginning 
of the nineteenth century scientists began to study tan- 
ning methods with a view to improving them and pro- 
ducing better leather. Little progress, however, was 
made until the first half of the twentieth century when 
machinery was introduced by American inventive genius. 

In 1849, the history tells us, there were 6,686 tan- 
neries in operation in this country, but at the close of 
the century there were but 1,306. The introduction 
of machinery and the development of the railroads were 
the primary causes for this change. These 6,686 plants 
in 1849 employed 25,595 persons, while the 1,306 at the 
close of the century employed 52,109, and while the 
wages paid to the employes of the 6,686 plants amounted 
to $6,541,678, the wages paid to the 52,109 employes 
totaled $22,591,091. 

Here is another interesting change that took place 
in the period of the comparison: “These plants had 
increased their consumption of raw material six times 
in value to obtain a finished product that was valued 
about four and a half times greater. In other words, 
the raw material used was valued at $155,000,004 in 
1899 as against $26,429,881 in 1849, while the finished 
product in 1899 was worth $204,038,127 as against $43,- 
457,898 in 1849.” 

New York early became the center of the tanning 
industry, and the first tanneries were located in what 
was known as “The Swamp,” that part of lower New 
York where Brookiyn bridge is located. There the for- 
ests were, from which the bark was obtained. As the 
city grew, the tanneries began their removal, and it 
became a case of following the forests. Tanners of 
hemlock leather located along the line of growth of 
hemlock trees which took them to Pennsylvania, lower 
New York, Michigan and northern Wisconsin, while the 
oak tanners followed a different line through the moun- 
tains of Pennsylvania, Virginia, West Virginia, North 
Carolina and Tennessee. 

Today, Pennsylvania is our largest tanning state, and 
Wisconsin, because of the hemlock growth, has become 
another center of tanning. The largest merchandising 
centers for heavy leather are Boston, New York, Phil- 
adelphia, Cincinnati, Chicago and St. Louis, while San 
Francisco is an active leather mart for merchandising 
California tannages and for export to the Orient. 

The brief description of the raw material used in 
making leather gives an insight into this industry. 


Shows How American Inventive Genius Brought Great Development 


Leather originates from three classifications of pelts— 
hides, kips and skins. Hides come from the larger ani- 
mals like the steer, cow and buffalo, and machinery belt- 
ing is made from them. Kips come from undersized 
animals of the foregoing species and are tanned mostly 
for shoe uppers. Skins are obtained from smaller ani- 
mals and are used for making shoe uppers, pocketbooks 
and fancy leathers. 

The United States and the Argentine are the two 
greatest sources of hides, many of which are also im- 
ported from South American and Central American 
countries, Mexico, Cuba, South Africa, China, Russia 
and the Balkan states. 

United States tanneries require approximately 26,000,- 
000 hides per year, but this country produces not more 
than 14,000,000 of these; hence it is necessary to im- 
port about 12,000,000 additional. About half of these 
hides go to tanners of sole leather and leather for ma- 
chinery belting. 

The important classification of hides in this country 
are the packer hide and the country hide, the former 
coming from the great packing houses, the latter from 
small butchers and farmers. In normal years, hides 
produced in this country are about 60 per cent packer 
and 40 per cent country hides. 

Barks, woods, nuts and leaves are used for tanning 
material. From them is extracted a tannic acid. It is 
necessary to import large quantities of tanning mate- 
rial, the most important of which is quebracho, a tree 
which grows in Argentine and Paraguay. 

Most leather for belting is vegetable tanned, but this 
country also produces some excellent chrome tanned 
leather and some belting tanned by a combination of 
chromium salts and oak bark. 

The hides are first salted to prevent decomposition 
until they reach the tannery. At the tannery, the hides 
are cleaned and soaked for several days. Then the hair 
is removed. The next step is to remove the surplus 
flesh from the inner side of the hide. The actual tan- 
ning processes then begin. 

It is generally the custom to cut the hide down the 
back, making two sides. They are then placed in a 
rocker, which consists of a series of vats, arranged so 
that the tanning liquor comes from the bottom of one 
vat and overflows into the top of the next. The hides 
are moved slowly up and down to agitate the liquor 
and produce an even absorption. It usually takes about 
fifteen days to properly plump the hides in the rockers. 

Next the hides are placed in lay-away vats, in which 
each side is laid out flat and sprinkled with ground 
bark, covered with a liquor solution and allowed to re- 
main undisturbed for a certain period. They are changed 
about five times before the operation is completed. 

After the tanning is complete, the hides are removed 
and thoroughly washed in warm water, then swabbed 
with oil. After this, they are hung in the drying loft. 
Thoroughly dried, they are oiled again on the grain 
side, and rolled in a machine consisting of a heavy beam 
to which is attached a brass wheel. Tanning leather 
for belting requires less oiling and the leather is not 
rolled. This results in a rough tanned piece of leather 
which has all the tensile strength necessary, and al- 
lows the currier to fill it with the necessary fats. 
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Is built on the foundation of honest products, reasonable 
prices, courteous treatment, fair dealings and prompt 
attention to our customers’ needs. 


Style 
Style 
Style 
Style 
Style 
Style 
Style 
Style 
Style 
Style 


Style 
Style 
Style 
Style 
Style 
Style 


Style 
Style 


Packing of Quality 


The House of METRIC 


The name METRIC is your guarantee that you are buy- 
ing honest and dependable packings. 


ORDER BY STYLE NUMBER 


ASBESTOS PISTON ROD AND VALVE STEM 


No. 
No. 
No. 10 
No. 
No. 
No. 
No. 
No. 
No. 


No 


No. 
No. 
No. 
No. 
No. 
No. 


No 


No. 230—White Friction Hydraulic. 


40—Ring 
41—Spiral 
101— 
190—Ring 
192—Coil 
195—Ring 
197—Coil 
200—Ring 

. 202—Coil 


PACKINGS 


17 Pressure Rubber Back Piston Rod 


Packing. 


Braided Valve Stem Packing. 
Twisted Valve Stem Packing. 


Round Braided Asbestos Packing. 


Square 
tiple Braids. 


Square Braided Asbestos Packing for Ro- 


tating Rods. 


Braided Asbestos Packing—Mul- 


RUBBER AND DUCK PACKINGS 


60—Plain Rirgs 
61—Sectional Rings 
62—Spiral 

50—Red Core for General Use. 

165—High Pressure Combination, Diagonal. 
170—Low Pressure Combination, Diagonal. 


HYDRAULIC PACKINGS 
. 220—White Friction Hydraulic Plunger Rings. 


| Unstitched Plain Expansion. 


Style No. 240—Square Braided Waterproof Hydraulic 
FLAX PACKINGS. 


Style 
Style 
Style 


Style 
Style 
Style 


Style 
Style 
Style 
Style 
Style 


Style 
Style 


Style 


Style 
Style 


No. 
No. 
No. 


1000— 


1010— 
1015— 
- 10290— 
- 1030— 
1035— 


- 1065— 
1075— 


- 1500— 


No. 
No. 


1565— 
1580— 


321—Square Braided Flax Packing. 
322—Square Braided Flax Packing. 
323—Square Braided Flax Packing (No. 1 Jute). 


SHEET PACKINGS 


Highest Grade Asbestos Superheat Sheet. 
. 1000—B Second Grade Asbestos Superheat Sheet. 
. 1000—R Red Asbestos Superheat Sheet. 
All of above graphited one side or both sides 


when specified. 
Red Rubber Sheet. 


Red Rubber Sheet with Brass Wire Insertion. 


Black Rubber Sheet. 


Asbestos Metallic Sheet. 


Asbestos—Metallic Sheet Red One Side Gra- 


phited Other. 
Fibre Sheet. 
Cloth Inserted Sheet. 


GASKETS 


Asbestos—Metallic Manhole, Handhole and Tube 


Plate Gaskets. 
Red Tubular Gaskets. 


For Oil, Gasoline, Benzoile, Etc. 


Gaskets Cut from Asbestos Superheat Sheet. 


Write for our latest catalog 


HEWITT RUBBER COMPANY 
—Metric Packing Division— 


Factory and Executive Offices 


Buffalo, 


METRIC 


New York 


Worn Shafts 
and Cut Profits 


One of the greatest industrial problems of 
today is unproductive labor and machinery. 
Shafts and pulleys in the condition shown above 
result in idle hands and dead machines, plus the 
expense of replacement. 

An investigation in your plant will probably 
find many such sources of leaks and reductions 
in the year’s net profits. 

It is a significant fact that every user of 
Arguto Ojilless Bearings can report superlative 
service from these non-metallic bearings—and 
in hundreds of instances these service records are 
for six times the life of the best bronze bushings 
made. 

If such service would be of interest to you, 
why not thoroughly investigate 7 


ARGUTO OLLLESS BEARING CO. 


Wayne Junction, Philadelphia. Pa. 


Smoother than Grease @A.0.B.Co. 1924 


When writing to Advertisers please mention MILL SuPpPLigs. 
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REDUCTION OF FORGED TOOLS 


Representatives of Manufacturers, Distributors and Consumers 
Considered Program of Elimination 


Recommendations that 549 types of forged tools be 
reduced to 365, through the elimination of unnecessary 
types and sizes, were considered at a conference Feb- 
ruary 11, under the auspices of the division of simplified 
practice of the Department of Commerce. The recom- 
mendations, adopted by the Forged Tool Society, repre- 
senting approximately 90 per cent of the forged tool 
manufacturing capacity of the United States, affect the 
tools of railroad construction workers, miners, road 
builders, builders, lumbermen, masons, blacksmiths and 
farmers. 

Among those present were W. H. Hays and George 
D. Mcllvaine, president and secretary, respectively, of 
the Forged Tool Society with headquarters in Pitts- 
burgh; H. P. Sheets of Indianapolis, representing 23,000 
retail hardware men; George F. Keneld of Warren, Ohio; 
J. D. Robertson and F. R. Klein of Pittsburgh; E. W. 
Thornby of New York, representing the American Rail- 
way Association; J. E. Stone and G. H. Story of New 
Britain, Conn.; John Donnan, representing the South- 
ern Hardware Jobbers Association, Richmond, Va.; C. 
S. Embrey, representing the Associated General Con- 
tractors of America; Fayette R. Plumb of Philadelphia; 
G. K. Paine, Paul E. Holden and E. W. McCullough, 
representing the United States Chamber of Commerce; 
D. R. Harper, III, of New York, representing the Ameri- 
can Engineering Standards Committee; and representa- 
tives of the federal specifications board, the War, Navy, 
Interior and Agricultural Departments and the Depart- 
ment of Commerce. 

The eliminations in the respective groups were as 
follows: picks, mattocks and hoes, before simplification 
72, recommended to be eliminated 23, recommended as 
general practice 49; bars and wedges, from 67 before 
to 29 now; wedges, from 83 to 67; sledges and heavy 
hammers, from 164 to 107; anvils and blacksmith tools, 
from 163 to 113; total eliminations of 184 from 549 
previous types, making the total of 365 types recom- 
mended for future general practice. 


Trade Literature 


South Bend Lathe Works, South Bend, Ind., has is- 
sued a new bulletin, No. 9, which contains 52 illustra- 
tions showing applications of the company’s lathe on 
general and all around work in a shop. The company 
also announces a new catalog, No. 83, of its lathes and 
attachments. Copies of this catalog will be sent on re- 
quest. 

The Hisey-Wolf Machine Co., Cincinnati, has issued a 
bulletin, No. 3016-S, illustrating and describing a new 
motor-driven grinder. 

Harker Manufacturing Co., Cincinnati, is distributing 
new circulars describing its line of fire protection and 
safety appliances. It contains 24 illustrations of the 
company’s line of products. 


—ter 


Swords Bros. Convention 

Swords Bros. Company, Rockford, Ill., mill supply 
dealer, held a special salesmen’s convention on Friday, 
February 15, in co-operation with the Lumen Bearing 
Company, Buffalo. Seventeen members of the Swords 
sales organization were present, and addresses were 
made by representatives of the Lumen company. A ban- 
quet was held at the Nelson Hotel. 


HarBronz 


A Good 
Selling Proposition 


We are making one of the best Bronze 
Bars, cored and solid, on the market 
today. The quality is guaranteed. While 
we are now selling many users direct, this 
is for the purpose of establishing a steady 
demand for HarBronz from machinery and 
machine tool builders and users. This de- 
mand will later be supplied by our dealer 
agents as they are appointed. 


The sale of HarBronz is growing. We 
want a limited number of supply dealers 
to become distributors and are prepared 
to make an attractive selling proposition. 


Arthur Harris & Co. 


210-218 Curtis Street 
Chicago, Illinois 


Brass Founders and Coppersmiths Since 1884 


Gauge Glasses 


STANDARD 
For Pressures up to 200 Tbs. 


HIGH PRESSURE 
For Pressures up to 400 Ibs. 


Crystal Clear 
Safety Always 


The American Gauge Glass 


The Libbey Glass Mfg. Co. 
Toledo, Ohio “6 


When writing to Advertisers please mention Miri Suppiiss. 
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Double Automatic Feed Pump & Receiver 


“Good Pumps Reilly Advantages 
since 1891” 


1—Certainty of action—no dead center. 
2—Widest practicable range of speed. 


3—Moving parts brought to rest by cushion of 
steam, 


4—Safe if pump “races” from broken suction line. 

5—Minimum of moving parts. 

6—Absolute interchangeability. 

7—Impossible to “short-stroke.”’ 

8—Uniform discharge flow. 

9—Easy and noiseless action. 

10—Valve mechanism entirely enclosed. 

11—Minimum “slip.” 

12—Perfect lubrication. 

13—Efficient in steam consumption—small “clear- 
ance. 

14—Valve mechanism easily examined or removed 
without disconnecting any pipes. 

15—-Maximum valve area, low liquid velocity. 

16—Minimum number of “packed” joints. 


17—Made in a thoroughly equipped modern plant by 
competent mechanics with the ideal of 


VAUT BRATHERS MFG. LA. 


(NATIONAL FOUNDRY @ MACHINE ca) “The Best Simplex Pump Made” 
LAVISVILLE. 


MADESCO TACKLE BLOCKS 
Carry a double load— 


OUR customer’s load and your selling load. 
Exclusive Madesco features, such as the Safety 
Nut Lock, the Cotter Pin Lock and the Lock Block, 
together with the downright dependability that is built 
in each Madesco Tackle Block, make them blocks that 3 
stand the gaff. Be 


When you sell Madesco Tackle Blocks you also sell = 
assured satisfaction, a satisfaction your customer will a 
long remember PROFITABLY for you. Pa 

Write today for a complete catalog with prices and 2 
discounts. 

MARINE DECKING & SUPPLY CO. 
Factory and Sales Office Tackle Block Department H 


EASTON, PA. 
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SPECIALIZES IN SMALL TOOLS 


Yerkes Tool Company Organized in Philadelphia to Deal Ex- 
clusively in Standard Lines 

The Yerkes Tool Company has been established in 
Philadelphia by George H. Yerkes, and will deal ex- 
clusively in recognized standard lines of small tools for 
the machine shop and factory trade. It is occupying 
a store at 433 Arch street in the heart of the mill sup- 
ply and hardware district. It is traveling three sales- 
men at the present time, and plans call for the addi- 
tion of two more men to the sales organization soon. 

George H. Yerkes, organizer of the new company, was 
for five years sales manager for Powell, Clouds & Com- 
pany of Philadelphia. He has for years made the study 
of the design and use of tools his hobby, and his new 
business venture is a development of that hobby. For 
several vears he has been active in the work of the 
Philadelphia Hardware Association, and is chairman of 
the executive committee of the Retail Hardware Associ- 
ation of Philadelphia, and a member of the resolutions 
committee of the Pennsylvania & Atlantic Seaboard 
Hardware Association. He was also chairman of the 
committee in charge of the recent convention and ex- 
hibition held in the Commercial Museum in Philadelphia. 
He is also a member of the Poor Richard Club, and has 
spent his entire business career in either advertising 
or sales work. 

Mr. Yerkes made the following statement relative to 
the policies of the new organization: “The company 
has been established to meet a demand that we believe 
has long existed for a house that will specialize in small 
tools, serving principally the machine shop and factory 
trade. The new company will be the only house in Phil- 
adelphia dealing exclusively in small tools. We are 
handling such lines as twist drills, reamers, milling cut- 
ters, gear cutters and metal slitting saws; hacksaw 
blades, files, vises, lathe tools, and similar lines. 

“Tt will be the policy of the company to devote its 
entire energy to the distribution of a comparatively few 
selected lines, and every effort will be made to fully co- 
operate with the manufacturers represented to secure 
the widest possible distribution in this territory. Only 
practical machinists are being employed as salesmen by 
the company, and every effort is being made to have 
the entire organization built up of men who have ac- 
tually served their time at the bench, or in the shops.” 


NEW NEWARK SUPPLY HOUSE 


Three Former Ludlow & Squier Men Have Organized Company 
and Will Cover Northern New Jersey 

Squier, Schilling & Skiff is the name of a new mill 
supply house which has opened for business at 357 
Washington street, Newark, N. J. It is an organiza- 
tion of former employes of the well known Ludlow & 
Squier Co. of Newark. Arthur H. Squier, treasurer of 
the new company, was connected with the Ludlow & 
Squier Co. for about twelve years, and handled the pur- 
chasing for that company for six years. O. R. Schilling, 
president, and Samuel Skiff, vice-president and secre- 
tary, were also Ludlow & Squier employes for fifteen and 
thirteen years, respectively, most of that time as out- 
side salesmen, calling on the factory trade. 

Mr. Squier states that the company’s territory will 
be confined to the northern half of New Jersey. The 
company will carry in stock valves and fittings, bolts, 
nuts, washers; cap, machine and wood screws; mechan- 
ics’ tools, chucks, vises, taps, drills, reamers, cutters, 
files and hack saw blades. He will be glad to have 
manufacturers send catalogs for the company’s files. 


QUPPLIES 


Dealers, Attention! 


SAFETY 
ECONOMY 
DURABILITY 


Three sterling qualities built into 


BACKED BY 37 YEARS 


“MOORE & WHITE” Friction Clutches 


OF CLUTCH EXPERIENCE 


That’s why the trade asks for 
and demands them 


Send for Catalog ‘“‘C”’ 


THE MOORE & WHITE CoO. 


Philadelphia U.S. A. 


Crescent Universal 
Woodworkers 


you do not have to cut the price 
to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 

Send today for catalog giving complete description of our band 
saws, saw tables, jointers, shapers, planers, borers, planer and 
matchers, swing saws, disk grinder, cut off table, hollow chisel 
mortiser, variety wood worker, universal wood workers. 


96 Columbia Street 
LEETONIA 


OHIO 


he 
Crescent Machine Co. 


ts. 
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“To Get the Right Start—Equip 
Get the | 
»>*MEDARP 
Wood Split 
PULLEY 
from Stock! 


Our Line is the Recognized Standard on 


Air Cocks Gauge Cocks 
Air Valves Water Gauges 
@ Cylinder Cocks Priming Cocks 


regardless of what 

quantities, you want 

shipped TODAY? — 

@ Wire them—phone them—they mT go off our ware- 

house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 

{ MR. SUPPLY DEALER —We have been engaged in the 

Pulley business for 40 years, and we know a great deal more 

{ OUR POLICY in building Vi ‘ood ‘gs Pulleys ts: Cheap- 
ness is suicidal; products must be the best in their class. We 


@ What are the sizes, 

price, at “Medart’s.” 

about making good pulleys than many other concerns. 
wouldn’t think ‘of running the slightest risk of weaeten the 
value of our most valued asset—our Good Will 

Get the “MEDART” WOOD SPLIT PULL EY from Stock! 


THE MEDART COMPANY 
(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, 
Office and Warehouse Office THE 
CINCINNATI CHICAGO and PHILADELPHIA 
Shafting, Couplings. Bangers, Hearings: Supports, STERLING & SKINNER MFG. Co. 


Friction € ‘lutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- DETROIT MICH 
> 


ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 


Get your share 


of COOLER 


Business 


Now is the time to go after prospec- 
tive purchasers of Cooler Fountains. 
The demand is there—all you need 
do is to stimulate it—and to let them 
know you handle Halsey Taylor 
Cooler Fountains. Big business 
everywhere depends on these efh- No. 800° 
cient coolers—no other make has so : 


- Walls insulated, cooling 
many unique advantages. Auto- coils submerged in melted 


matic stream control, safe drinking ice water, cast iron rim, 
ITING- d ientifically i ll bottom, base; exclusive 
mound, scienti cally insu ated walls Halsey Taylor two-stream 
to insure minimum ice consumption projector and automatic 
and maximum cooling capacity. stream control; self-clos- 
ing valve. 


Look Out for Old Man Decay — * Formerly 570-A 


Keep your house well painted and he can’t The Halsey W. Taylor Co., N. Park Ave., Warren, O. 
hurt it. You'll buy good paint of course, but BRANCHES 
to apply it permanently and attractively you New York City Chicago Atlanta 
must use Good Bristle Brushes. Whiting- 210 East, 45th St. 1702 N. Talman Ave. 322 N. Jackson St. 
a enver rancisco 
Adams Brushes are the best. Springbank Ave. 401 Jacobson Bids, 237" alto _Bids. 
es 
Send for Illustrated Literature 46 Cornhill, Rm. 512 202 Baltimore Bldg. » 2131 East Ninth St. 


JOHN L. WHITING-J.J. ADAMS CO. 
Boston, U.S.A. @ 

Brush Manufacturers for Over 114 Years and the JJ . K; y "Ty 

Largest in the World L — - 

ey Wa COOLER FOUNTAINS 


Side Stream Automatically Controlled 
Non Squirting - 2-Stream 
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MULL, QUPPLIES 


New Products 


Simplex Tool Company, Woonsocket, R. I., has placed 
on the market a new parallel bench vise, which the com- 
pany claims to be the only vise having an all steel slide. 
The body is cast of a special grade of crucible iron, and 
the jaws are of hardened and ground steel. The square 


| 

| | 

Ae 
thread screw is made of steel, machine cut, and is re- 
tained in place by a cap in front of the sliding jaw which 
is said to eliminate the necessity of coring the inside of 
the vise for a collar. The nut is easily replaceable. The 
vise is made in sizes from three to seven inches. 


The American Numbering Machine Co., Brooklyn, has 
brought out a new numbering machine for use in stamp- 
ing serial numbers on metal, fibre or parts of machines, 
which because of size or shape cannot be conveniently 
placed in a press. The device weighs but four pounds, 
and may be carried to work in any part of a shop. It 
is operated by hand and a hammer is used to imprint 
the numbers. 


W. A. Whitney Mfg. Co., Rockford, Ill., has just an- 
nounced a new punch, designed for medium work and 
close tank punching, such as center flanges. The com- 
pany is also working on a new six inch deep throat fen- 
der punch, designed particularly for garage work. 


The Miller Rubber Co., Akron, Ohio, well known tire 
manufacturer, has entered the mill supply field with a 
specialty product, a composition mallet, which, it is 


Claimed, will outlast wood, rubber, rawhide and lead 
mallets. The mallets are of laminated construction, 
molded into one piece. The handles are made of second 
growth hickory, and are replaceable. 


The Penberthy Injector Co., Detroit, has recently 
placed on the market three new types of oilers. One 
is a sight feed, snap lever oiler with a spring hinged 
oil hole cover, and is adapted for use on engines, ma- 
chinery or generator bearings. When once adjusted 
for proper amount of oil feed, it is claimed, no further 
attention is necessary. To stop or start feed, the lever 
is shut off. Another of the new oilers is similar to the 
first, except that it is provided with a solid shank. The 
third is made without the snap lever feature, this being 
the only essential difference from the other two types. 


Mr. Jobber— 
HOOK UP WITH 
OUR ADVERTISING 


in 1924 


Hundreds of  pur- 
chasing agents, 
superintendents and 
shop foremen will 
be interested in this 
striking cover page 
of facts. This dis- 
play is working for 
you. 


CATALOG SENT 
ON REQUEST 


Mark your request for 
the attention of M.F.O. 


COOPERATION MEANS RESULTS. 
SELL NATIONALLY ADVER- 
TISED VISES. 


VISES 


THE CHARLES PARKER CO. 
MASTER VISE MAKERS 
MERIDEN, CONN., U. S. A. 


Our Specialties are sold to Jobbers Only 


Hanna “Ball Joint’ 
Pipe Hanger 


is the 
S imples T 
tron Z es 
HANGER EVER MADE 
@ Note the ball and socket 


joint. 


@ Hanger can swing in any 
direction. 


@ Not necessary to remove 
hanger to raise or lower 
pipe. 


Write for 
Silent Salesman” 


The Penn Engineering Co. 
Philadelphia, Pa. 


When writing to Advertisers please mention Mitt Supp cies. 
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We Sell Two Classes 
of Trade 


1, Manufacturers of machinery and 
machine tools, who incorporate 
Edgemont Friction Clutches as 
a part of the machines they build. 


Jobbers of mill supplies who sup- 
ply the demand for Edgemont 
Friction Clutches created by their 


id hi d ma- 
——_ STOCK SERVICE 
One of the important factors in our service is 


giving our customers what they want and when 
they want it. 


Jobbers who have not ar- 
ranged to stock Edgemont 


Clutches are requested to The illustration above is one of the stock rooms 
write for catalog, prices and 


at the Ladew Plant which gives you some idea | 
discounts. 
of how we do it. 


A belt for every drive 


THE EDGEMONT DE ALERS—We few territories open. 
MACHINE co. rite for proposition. 
DAYTON, OHIO EDWARD R. LADEW COMPANY, Inc. 


428 Broadway, New York City 


ATLANTIC Bar Belt Dressing 


20 Years on the Market without a Complaint 


A record that is hard to beat. During that time 
we have never had a report of a belt injured 
by it. Made of high grade materials. We 
never lower the quality. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 


Sell the “New Badger Car Mover Under Our 


uarantee 


Dealers are protected in the sale of the “NEW BADGER” Car Mover by 
our strong guarantee. We warrant all malleable parts for six months—re- 
placements made free—f. o. k. factory. 


The “NEW BADGER” moves the biggest cars easily and rapidly. It is light, 
well balanced and has a quick-acting compound leverage. It has the power and the 
speed. Made of certified malleable iron, with special tool steel never-slip spurs and large 
maple handle. The best car mover on the market at the price of an inferior tool. Let 
us send you our dealers’ proposition. 


ADVANCE CAR MOVER CO., 


When writing to Advertisers please mention MILt SUPPLIES. 
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QuUPPLUES 


(Obituary 


Presley Arbuckle Himrod, secretary and treasurer of 
the Erie Mfg. & Supply Co., Erie, Pa., prominent for 
many years in the distribution of machinery, tools and 
supplies, died suddenly at his home, 650 West Ninth 
street, Erie, Saturday, February 9. He had been in 
ill] health for the past year, but his death was unex- 


PRESLEY ARBUCKLE HIMROD 


pected, his condition having been considered good up 
to the time of his passing. 

Mr. Himrod had a wide acquaintance among mill sup- 
ply manufacturers and dealers, having been in the busi- 
ness since the early nineties. He was born in Chicago, 
his parents having moved there from Erie. However, 
‘he returned to the latter city as a boy and received 
his early education in the public schools and the old 
Erie High School. Shortly after leaving school, he be- 
came connected with the Erie Car Works Company and 
later entered the coal business. 

In 1890 with the late J. W. Hardwick, who died in 
1903, Mr. Himrod started in the mill supply business 
under the firm name of Hardwick & Himrod. The busi- 
ness was continued under this name until 1894, when 
it was incorporated as the Erie Mfg. & Supply Co. 

Mr. Himrod is survived by three brothers, J. A. Him- 
rod, vice-president of the Erie Mfg. & Supply Co., and 
H. B. Himrod and Ray Himrod, both well known to 
supply men. The funeral services were held on Tuesday, 
February 12, with burial in the family lot in Erie Ceme- 


tery. Many prominent mill supply men were among the 
mourners. 


Charles D. Bowles 


Charles D. Bowles, president of the Bowles Co., 101 
Jackson street, Seattle, Wash., dealer in mill, steam, 
mine, plumbing, engineers’ and steamship supplies, died 
recently in Portland, Oregon. Mr. Bowles was an active 
figure in steel and shipbuilding industries on the Pacific 
coast. He was one of the founders of J. F. Duthie & Co., 
Seattle, shipbuilders, was vice-president of the Columbia 
River Shipbuilding Co., and founder of the Northwest 
Steel Co., Portland. He established the Bowles Co. in 
Seattle in 1902, and rapidly expanded the business. 
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with a 
CADILLAC Portable Electric BLOWER 


Equipped with Norma Ba!l Bearings—Requires no Oiling. 
Thousands of Cadillac Blowers are in use in practically 
every line of industry, and its field is rapidly extending as 


new uses are discovered and added from time to time. 


It is the handiest and most practical device for keeping 
dust and dirt out of motors, generators and switchboards, and 


prevents “shorts” and “‘burn outs.” 


It is also useful for blowing dust and dirt out of machinery, 
line shafting, stock bins, shelves and places otherwise in- 
accessible. It lowers fire risks and reduces depreciation in 


electrical and other machinery. 


Dry air from the CADILLAC BLOWER cannot injure 
windings or insulation. No condensation as with compressed 


air. Weighs 6 lbs.—attaches to any light socket. 


Write for descriptive folder, prices and Jobber proposition. 


CLEMENTS MFG. CO. 
Manufacturers of the Cadillac vacuum cleaner 
603 Fulton Street, Chicago 


Canadian Factory: 70 Duchess Street, Toronto. 
Export Department: 149 Broadway, New York City 


the 30% stronger hollow screw 


30% extra strength over broached hollow screws— 
the only other kind made. Cold-drawn by a pat- 
ented process which increases the density of the 
steel around the socket-hole, and heat-treated scien- 


tifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom. The entire length of the 
“Allen” is utilized either for solid metal at the point, or 
depth of socket for the wrench. All sizes in stock from % to 
14%” diameter; any length, point or thread. Also Socket 
Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 


Wrenches—Allen process. 


The Allen booklet, with its charts of sizes and 
prices, will make itself useful to every mill sup- 
bly dealer who sends for it. 


The Allen Mfg. Co. 


Hartford, Conn. 


When writing to Advertisers please mention Mitt Supp ies. 
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QUPPLIES 


Quality Facts 
About Belting 


Educating the buyer breaks down 
sales resistance for the jobber, 
means more sales with less effort 
and greater profit to the jobber by 
producing leads or inquiries from 
prospective customers. Schieren ad- 
vertising does this for the jobber. 


A New Series 


based on the thorough- 
going value of QUALITY 
as a business-getting fac- 
tor— 


these facts are being pub- 
lished as part of our co- 
operative sales-plan for 
jobbers who are inter- 
ested in handling Quality 
products. 


Mill Supply Jobbers interested in the details of our co-oper- 
ative sales plan can secure them by sending in the coupon. 


BELTIN 
has Tanners 
Belt Manufacturers 


Main Office and Factory 
42 Ferry Street, NEW YORK, U. S. A. 


Branches and Distributors in All Leading Cities 


Gentlemen: Kindly outline for us your jobber’s co-operative sales 
plan for belting. 


Name....... 
Address... 
Belting Now Handled... 
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Personals 


Oliver Stangland, formerly manager of the transmission 
department of the Colonial Supply Company, Pittsburgh, 
has been promoted to the office of general sales manager 


OLIVER STANGLAND 


of the company. Mr. Stangland is well known in the mill 
supply field. Before joining the Colonial Supply Company’s 
organization, he was secretary of the Chicago Pulley & Shaft- 
ing Company, Chicago, and prior to that was manager of the 
transmission department of SKF Industries, New York. 


E. W. Hartzel, secretary of the Hardware & Supply Co., 
Akron, Ohio, is national director of the Purchasing Agents’ 
Association of Akron. 

R. K. LeBlond, well known machine tool manufacturer, 
has been elected chairman of the board of directors of the 
Niles-Bement-Pond Co. 

Charles H. Wagner has been appointed sales manager 
of the American Fork & Hoe Co., Cleveland, Ohio, succeed- 
ing the late Silas Reimer. 

William Grossman, of A. Leschen & Sons Rope Co., St. 
Louis, was recently elected secretary of the Purchasing 
Agents’ Association of that city. 


Charles Curtis has been appointed sales manager of the 
Western Iron Stores Company, Milwaukee, mill supply dealer. 
He succeeds J. W. Horne, resigned. 

George D. Benson, formerly with the Federal Machinery 
Sales Co., Chicago, has joined the sales organization of the 
Stocker-Rumely-Wachs Co., that city. 


George R. Moore, Chicago manager of the Belmont Packing 
& Rubber Co., Philadelphia, visited the home office for a 
business conference during the past month. 


W. H. Brandt, Chain Belt Company, Milwaukee, has been 
elected vice-president of the Milwaukee Association of In- 
dustrial Advertisers, which was recently organized. 

Chester Butts, treasurer of Butts & Ordway Co., Boston, 
dealer in blacksmiths’, machinists’ and automobile supplies, 
was in Chicago during the week of February 17. A na- 


tional gathering of the Dartmouth college alumni was the 
primary object of his visit, but he managed to combine busi- 
ness and pleasure during his stay. 

J. V. Emmons, metallurgist, Cleveland Twist Drill Co., 
was the speaker at the February meeting of the Chicago 
chapter of the American Society for Steel Treating. 

J. D. Gillette has been appointed district manager and 
Harold Aber assistant manager of the Detroit territory of 
the Shepard Electric Crane & Hoist Company, New York. 


J. D. Barlow, vice-president of Hollis & Company, Little 
Rock, Ark., mill supply dealer, is on a six months’ tour 
— the world. He is accompanied by his wife and his 
mother. 


Frank B. Zeller has been appointed sales manager of the 
McLean Mfg. Corp., New York, manufacturer of leather 
belting. He was formerly purchasing agent of the New 
York Air Brake Co. 

Clayton R. Burt, formerly president of the New Process 
Gear Co., Syracuse, and recently vice-president of the Austin 
Machinery Corporation, Chicago, has been elected president 
of the latter organization. 


H. E. Galvin, formerly manager of the Buffalo office of 
the Ogden R. Adams Co., on February 1 assumed his new 
duties as sales engineer in the Buffalo office of Crane-Schiefer- 
Owens, Inc., machinery dealer. 


H. M. Griffin of The Kinney Manufacturing Co., Boston, 
was a visitor in Chicago during the past month in the course 
of a business trip. He also visited Minneapolis and Buffalo 
before returning to his home office. 


G. Brewer Griffin, manager of the automotive equipment 
department of the Westinghouse Electric & Manufacturing 
Company, East Pittsburgh, has been elected president of the 
Motor Accessory Manufacturers’ Association. 

Arthur E. Bacon has been promoted to the position of 
manager of the electrical supply department of the Mine & 
Smelter Supply Company, Denver. He succeeds James W. 
Ryall who resigned recently to enter business for himself. 


G. E. Greer, formerly in charge of railroad sales in the 
Chicago office of the Wyoming Shovel Works, was recently 
elected vice-president of the William H. Ziegler Co., Minne- 
apolis, distributor for the Wyoming company in that terri- 
tory. 

Charles T. Moke, who has been assistant purchasing agent 
of the Youngstown Sheet & Tube Co., Youngstown, Ohio, 
since 1910, has been appointed purchasing agent of the com- 
pany to fill the vacancy caused by the recent death of Edgar 
G. Murray. 


John H. Orem, Jr., manager of the machine tool department 
of the Carey Machinery and Supply Company, Baltimore, 
and member of the executive committee of the National Sup- 
ply and Machinery Dealers’ Association, resumed his duties 
February 15 after a ten days’ illness. 


Donald M. Ryerson, vice-president, Joseph T. Ryerson & 
Son, Chicago, was reelected president of the Illinois Chil- 
dren’s Home and Aid Society at its recent annual meeting. 
The society last year sheltered 1,700 children, deprived of 
parental care, in addition to doing other welfare work. 


Frank J. O’Brien, formerly vice-president of the Globe 
Steel Tubes Co., Milwaukee, has been elected president of the 
company to succeed Paul J. Kalman. The latter becomes 
chairman of the board. John W. Floto, sales manager of 
the company, has been elected vice-president to succeed Mr. 
O’Brien. 

Dixon C. Williams, president, Chicago Nipple Mfg. Co., 
was among those present at the recent meeting of McAdoo 
supporters in Chicago, and one of the newspaper photographs 


87 


4 
r 
>, f 
| 


QUPPLUES 


BROAD RANGE OF UTILITY MAKES 
“PICKERING” THE BEST SELLING 
LINE OF GOVERNORS 


It is used for the control of 
Engines operating: 


Industrial Plants 
Saw Mill Power 
Road Rollers 

Paper Mill Machines 
Mechanical Stokers 
Dredging Service 
Traction Engines 
Oil Field Work 
Refrigerating Units 
Fan and Blower Engines 
Electric Generators 
Concrete Mixers 
Pumping Duty 

Air Unloaders 


Pickering Governors are also 
extensively used for 
Steam Turbines 
Gasoline Tractors 
Gas Motors—General 


Class A style 


Governor 


A new schedule of prices 
went into effect January Ist. 


Are you acquainted with them? 


THE PICKERING GOVERNOR CO. 


Consanguinity! 


Cleanliness is next to godliness, but 
it may be blood brother to bankruptcy 
if you don’t clean up properly. 


Make a Clean Sweep 


in your plant and standardize on 


GENUINE NASON STEAM TRAPS 


Circular on Request 


Class B 
1 to 20 lbs. 


NASON MANUFACTURING CO. 


Steam Specialty Specialists Since 1841 


71 Fulton Street, New York 


Class C 
20 to 70 Ibs. 


Sidelug 
40 to 150 lbs. 


DIXON’S 
SILICA-GRAPHITE PAINT 


is a natural combination of silica 
and flake graphite. The vehicle is 
pure boiled linseed oil. It will not 
crack or peel off because of the 
natural elasticity of the flake 
graphite, while the silica furnishes 
the wear-resisting qualities. 


Because of these qualities, 
Dixon’s Paint affords better and 
longer protection. By making 
frequent repainting unnecessary it 
lowers the cost of paint upkeep. 


Write for Booklet 71B 


JOSEPH DIXON CRUCIBLE CO. 


Jersey City, N. J. 
Established 1827 


PORTLAND, CONN. 


JOSEPH DIXON CRUCIBLE ¢ >) Ix ON 
ISEPH DIXON CRUCIBLE CO. 
\\ | | 


GROUND SHAFTS 


jOF EXTREME PRECISION 


TURNED 
and POLISHED 
SHAFTS 


All of Rolled 
Treated and Alloy Steels 


ed, Forged, Heat- 


We recommend our 


POTOMAC BRAND STEEL 


for line shafting, lead screws, counter 
shafts, piston rods, arbors and all similar 
equipment. 

Tensile strength about 80,000 lbs.; elastic 
limit about 42,000 Ibs., depending on diameter. 


Slightly higher in price, but economical because 
of saving in assembly cost and long service. 


We can also furnish Alloy Steel Shafts up to 
180,000 lbs. tensile strength. 


CUMBERLAND STEEL CO., Cumberland, Md. 
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which was largely circulated was of a group in which Mr. 
McAdoo was in the center and Mr. Williams his nearest 
companion. 

E. I. Garrett, president, Puget Sound Machinery Depot, 
Seattle, prominent in the mill supply field on the Pacific coast, 
was elected first vice-president of the Federated Industries, a 
state organization of Washington industrial leaders, at its 
annual meeting last month. The membership of the organi- 
zation numbers 3,150. 

Senator Burton K. Wheeler of Montana, who made the 
accusations against Attorney General Daugherty and led the 
fight to secure an investigation of the latter, is a former 
employe of the Chandler & Farquhar Company, Boston. He 
left the mill supply business to study law, and was admitted 
to the bar in Montana in 1905. 

Charles C. Walsh, for four years sales manager of the 
W. C. DuComb Co., Detroit, manufacturers’ agent, has re- 
signed to enter business for himself in Detroit territory. He 
will act as representative for manufacturers seeking dis- 
tribution in Detroit and vicinity. Mr. Walsh will make his 
headquarters at present at 1140 Beaconfield avenue. 


Alfred C. Howell, who was recently elected president of 
the Ames Shovel & Tool Co., Boston, to succeed Hobart 
Ames, resigned, was several years ago manager of the steel 
department of the W. Bingham Co., Cleveland. He has had 
a long experience in the steel industry, having been for many 
years connected with the Carnegie Steel Co. From 1910 to 
1916 he was sales representative for that company in Cin- 
cinnati. 


Factory Additions 


The Greenfield Light & Power Co., Greenfield, Iowa, plans 
to build an addition to its power plant at an estimated cost 
of $50,000. 

The Dutton Lumber Co., Fields Point, Providence, R. I., 
plans to build a two-story mill addition at an estimated cost 
of $50,000. 

The Leggett & Platt Spring Bed & Mfg. Co., Carthage, 
Mo., will build an addition to its factory at an estimated 
cost of $55,000. 

The Oles Envelope Co., 514 East Lombard street, Balti- 
more, will build a one-story factory addition at an estimated 
cost of $65,000. 

The Union Pacific Railway Co., Los Angeles, plans addi- 
tions to its engine and locomotive shops at an estimated 
cost of $150,000. 

The Wilmington & Philadelphia Traction Co., Wilmington, 
Del., will build a one-story power plant at an estimated 
cost of $50,000. 

The Hygienic Ice Co., New Haven, Conn., plans to build 
an addition to its ice manufacturing plant at an estimated 
cost of $100,000. 

The Southern Railway Co., Cincinnati, plans to build a 
one-story planing mill at Princeton, Ind., at an estimated 
cost of $70,000. 

The Louisiana Pure Ice & Supply Co., Louisiana, Mo., 
plans to build a cold storage plant addition at an estimated 
cost of $75,000. 

The City of Jackson, Tenn., will build additions and in- 
stall new equipment at the city water works at an estimated 
cost of $100,000. 

Erie Brass & Copper Works, Erie, Pa., will rebuild its 
plant which was destroyed by fire recently with loss esti- 
mated at $300,000. 

The Mine Safety Appliance Co., Braddock avenue, Pitts- 
burgh, will build a four-story factory addition at an esti- 
mated cost of $95,000. 

The Texas Laundry Machinery Co., Blue Statt street, San 
Antonio, plans to build an addition to its factory at an esti- 
mated cost of $45,000. 

The Pittsburgh Screw & Bolt Co., Pittsburgh, is building 
a one-story factory addition on Preble avenue at an esti- 
mated cost of $75,000. 

The Continental Wood Screw Co., New Bedford, Mass., 
plans to build a two-story addition to its factory at an es- 
timated cost of $55,000. 

The Maxwell Motor Corporation, Detroit, is considering 
plans for extensions to its branch at Dayton, Ohio, at an 
estimated cost of $85,000. 


The Hughes Tool Co., Houston, Texas, manufacturer of 
oil well drills, will build a one-story factory addition at an 
estimated cost of $80,000. 

The A. L. Maxville Co., Evansville, Ind., will build a 
three-story addition to its automobile repair works at an 
estimated cost of $50,000. 

The Public Service Co., Tulsa, Okla., plans to build a 
one-story addition to its ice and refrigerating plant at an 
estimated cost of $200,000. 

The Westinghouse Machine Co., Attica, N. Y., will build 
a one-story foundry addition and make other plant changes 
at an estimated cost of $200,000. 

The Iron City Sanitary Mfg. Co., Oliver building, Pitts- 
burgh, plans a one-story factory addition at-Zelinople, Pa., 
at an estimated cost of $150,000. 


The Wheeling Steel Corporation, Wheeling, W. Va., plans 
to install an industrial oxygen plant at Portsmouth, Ohio, 
at an estimated cost of $75,000. 

The Rieck Sheet Metal Co., Dayton, Ohio, plans to re- 
model a building on Pine street for manufacturing purposes 
at an estimated cost of $50,069. 

The Tennessee Enameling Co., Nashville, plans a one- 
story plant to replace the building recently destroyed by 
fire. The estimated cost is $65,000. 

The Sherwood & Sons Casket Co., City Line, Easton, Pa., 
plans to rebuild its plant which was destroyed by fire re- 
cently with loss estimated at $60,000. 

The Taylor Electric Truck Co., Colonie, N. Y., plans to 
rebuild the portion of its plant which was destroyed by fire 
recently with loss estimated at $300,000. 


The town of Roselle, N. J., will install manual training 
equipment in an addition which will be built to the high 
school at an estimated cost of $300,000. 


The New Orleans Public Utilities Co., New Orleans, plans 
power house additions and other improvements in its sys- 
tem at a total estimated cost of $5,000,000. 


The Rutland Railway Co., Rutland, Vt., is considering 
plans for building an addition to its car repair shops at 
Alburg, Vt., at an estimated cost of $60,000. 


The Adirondack Power & Light Co., Schenectady, N. Y., 
plans to build additions to its generating plant at Spier 
Falls, N. Y., at an estimated cost of $900,000. 


The Faucett-Van Meter Chair Co., Bloomfield, Ind., plans 
to replace the portion of its plant which was recently de- 
stroyed by fire. The estimated cost is $100,000. 


The Cumberland County Power & Light Co., Portland, Me., 
is building an addition to its steam-operated generating plant 
at Knightsville at an estimated cost of $1,250,000. 


The Morden Frog & Crossing Works, 208 South LaSalle 
street, Chicago, will build a machine shop and saw mill addi- 
tion to its plant at an estimated cost of $100,000. 


The Minnehaha Welding & Machine Co., 3750 Minnehaha 
avenue, Minneapolis, is considering plans for building a two- 
story factory addition at an estimated cost of $50,000. 


The Russell Mfg. Co., Middletown, Conn., manufacturer 
of brake lining, will rebuild its factory which was destroyed 
by fire on February 1 with loss estimated at $100,000. 

Henry & Allen, Inc., Auburn, N. Y., manufacturer of agri- 
cultural implements, plans to rebuild the portion of its plant 
destroyed by fire recently with loss estimated at $75,000. 

The Searcy Cotton Compress Co., Searcy, Ark., is con- 
sidering plans for rebuilding the portion of its plant which 
was recently destroyed by fire with loss estimated at $350,000. 

The Papyrus Products Co., 52 Pearl street, Buffalo, man- 
ufacturer of paper boxes, plans to rebuild its plant which 
was destroyed by fire recently with loss estimated at $100,000. 

Trempealeau County Machine & Repair Shop, Arcadia, 
Wis., plans to build a new shop to replace the one which 
was destroyed by fire recently with loss estimated at $50,000. 

Florance Brothers Mfg. Co., 31 Goodwin street, Paterson, 
N. J., plans to rebuild the portion of its sash and door mill 
which was destroyed by fire recently with loss estimated at 
$200,000. 

The Norfolk & Western Railroad Co., Norfolk, Va., has 
awarded contracts for a machine shop at Roanoke, Va., and 
for extensions at Ferguson, Ky., at a total estimated cost of 
$135,000. 

The Westinghouse Electric & Mfg. Co., East Pittsburgh, 
has awarded contract for the construction of an addition 
to its plant at Essington, Pa., which, it is estimated, will 
cost $115,000. 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 


This is | the Clutch that 
Schultz Builds 


The Schultz idea is simplicity. There 
are so few parts in a Schultz Friction 
Clutch that it seldom gets out of 
order. If it does, an average workman 
can restore it to perfect condition in 
a few minutes. 

DEALERS—Sell your customers this 
simple, durable and trouble-free clutch. 
It’s the cheapest for them and profit- 
able for you. 


Catalog on request. 


A. L. SCHULTZ & SON 
1675 Elston Ave., Chicago, ITIL. 


Reasons Why You Should Sell 


METALLO GASKETS 


Metallo Gaskets are made leaks or blowouts. They 
of corrugated copper with are 4” thick and com- 
asbestos cord inlaid in the pressible to 1/16” 

grooves. They give but Metallo Gaskets are safe 
do not crush. They fit for dealers to stock in any 
tight against flanges, even quantity. Nothing to rust, 
when rough, uneven or harden or rot. For pipe 
out of alignment, guaran- sizes 1” to 24”. Ask for 
teeing joints proof against samples and prices. 


METALLO GASKET COMPANY 
242 Lafayette St., New York, N. Y. 


MARK 


U S PAT OFF 
OUT-SELLS THE FIELD 
Jorgensen Clamps stand the 
gaff and are universally used 
by Home Owners, Carpen- 
ters, Mills, Schools, etc. 
Double Action — Adjustable 
to any position — will not 
break. Spindles and nuts are 
made of cold drawn steel. 
Glue will not adhere to spin- 
10 Sizes dle. Ask your jobber for 
prices or write us. 
Adjustable Clamp Company 213 North Jefferson St. 


Chicago, UL. 


Adjustable and 
Non- Adjustable 


Brawn or Brain 


There are two ways to move a rail- 
way car without an engine—the 
muscular method which requires 
six or more husky men, and the 
mechanical method, one man with 

An ATLAS Car-Mover. 


For sale by First Class Jobbers 
all over the World 


Being first in the esteem of users, the Atlas 
Car-Mover is in demand everywhere. Order 
a trial dozen if they’re not in your stock. 


Note the 
Double Link 
showing how 
the compound 
leverage is obtained 


Manufactured only by 


APPLETON CAR MOVER COMPANY 
APPLETON, WISCONSIN 


“The Strongest 
Solvent Made” 


For Stopped Up or Frozen Plumbing 


HERCULES 
Drain Pipe Solvent 


serves the purpose BEST. Stronger than any other 
solvent made, it gives quicker and more positive 
action on the most difficult job. Backed by un- 
qualified guarantee—SATISFACTION or Your 
Money Back. HERCULES is in DEMAND. 
Progressive plumbers throughout the country who 
have found HERCULES “best by test” will use 
no substitute. Supply this demand in your terri- 
tory. HERCULES is backed by national adver- 
tising to the plumbing trade and sales creating 


25% Stronger 
No Fumes 


bber helps. 

w Wate with cold Cash ‘in NOW on this established sales service to the trade. 
ater Drop us a line today for our Interesting jobber proposition. 

HERCULES CHEMICAL CO., 440 Washington St., New York 


Canadian Distributor: 
W. H. Cunningham & Hill, Ltd., 209 Richmond St., Toronto, Ont. 


There’s a 
SWEETLAND 
For Every 
Chuck Need 


Complete Catalog 
on Application 


The HOGGSON & PETTIS MFG. CO., New Haven, Conn. 


These Spaces at 
Twelve Dollars a Month 
are a good 
Advertising Investment 


Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 
When once installed it 
becomes the most pop- 
ular machine in the 

shop. 
Several sizes 


Manufactured by 


N. A. Strand & Co. 
5001-09 No. Lincoln St. 
Chicago, TIL. 
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KULL QuUPPLUES 


The Gould Mfg. Co., Oshkosh, Wis., manufacturer of hard- 
wood doors, plans to build an addition to its factory to be 
used as a toy manufacturing department, the estimated cost 
being $100,000. 

The Nash Hardware Co., Wisconsin Rapids, Wis., will 
build a two-story addition to its store to be used as a sheet 
metal shop and will make other alterations at an estimated 
cost of $75,000. 

Johnson Products Co., Inc., Garfield, N. J., manufacturers 
of celluloid products, plans to rebuild the portion of its fac- 
tory which was destroyed by fire on January 30 with loss 
estimated at $200,000. 

The Jansen Mfg. Co., 1040 Fourteenth street, Detroit, 
manufacturers of leather bindings, plans to rebuild the por- 
tion of its plants which was destroyed by fire recently with 
loss estimated at $100,000. 


New Factories 


The Fulton Co., Knoxville, Tenn., is building a new plant 
at an estimated cost of $55,000. 

The Clay Products Co., Richmond, Va., plans to build a 
plant at an estimated cost of $100,000. 

The Brown Oil Co., Bowmansville, N. Y., plans to build 
a plant at an estimated cost of $60,000. 

The Virginia Rubber Co., Charleston, W. Va., will build 
a new plant at an estimated cost of $400,000. 

The Manchester Marble Co., Dorset, Vt., will build a new 
one-story mill at an estimated cost of $75,000. 

Johns Hopkins University, Baltimore, is building a new 
power plant at an estimated cost of $750,000. 

The Western Glass Co., Los Angeles, is building a new plant 
at Fullerton, Cal., at an estimated cost of $350,000. 

The Wyatt & Miller Lumber Co., Blaine, Wash., plans to 
build a lumber mill at an estimated cost of $100,000. 

The Etheridge Motor Co., Charlotte, N. C., is building 
a new repair building at an estimated cost of $100,000. 

The Wood Fibre Products Co., Corning, N. Y., plans to 
build a one-story plant at an estimated cost of $60,000. 

The White Furniture Co., Mebane, N. C., is building a 
new three-story factory at an estimated cost of $125,000. 

Johnstown, Pa., will build a new junior high school and 
manual training school at an estimated cost of $450,000. 

The Mayhew Produce Co., Brady, Texas, plans to build 
an ice manufacturing plant at an estimated cost of $60,000. 

The Oregon Lumber Co., Hood River, Oregon, plans to 
build a hydroelectric plant at an estimated cost of $50,000. 

W. A. Sorg, Okmulgee, Okla., plans to build a new plant 
to manufacture gas engines, the estimated cost being $55,000. 

Gunn & Bell, Springfield, Tenn., plan to build a power 
plant at Keysburg, Tenn., at an estimated cost of $100,000. 

Albany, Mo., will build a new high school to contain a 
— training department, the estimated cost being $110,- 

The Victory Sparkler & Specialty Co., Elkton, Md., plans 
to build a new one-story foundry at an estimated cost of 
$50,000. 

The Provincial Government, Alberta, Calgary, plans to 
pt new hydroelectric plant at an estimated cost of $7,- 

The Collins Stamping & Mfg. Co., Detroit, plans to build 
Roped at Mount Pleasant, Mich., at an estimated cost of 

50,000. 

Lancaster, Wis., will start soon on construction of a new 
vocational training school which, it is estimated, will cost 
$200,000. 

The Fostoria Ice & Coal Co., Fostoria, Ohio, plans to 
build a new ice manufacturing plant at an estimated cost 
of $55,000. 

The Pittsburgh Auto Equipment Co., 5933 Baum boulevard, 
Pittsburgh, will build a new factory at an estimated cost of 
$120,000. 

The Otto Biefeld Co., Watertown, Wis., will build a new 
boiler works and machine shop at an estimated cost of 
$125,000. 

Corley Brothers, Lexington, S. C., will build a lumber 


mill and power house at Cayce, S. C., at an estimated cost 
of $85,000. 


The Galax Knitting Co., High Point, N. C., plans to build 


a new mill and power plant at Galax, Va., at an estimated 
cost of $70,000. 

The Wise Electro-Sherardizing Co., 6320 East Fort street, 
Detroit, is building a new one-story plant at an estimated 
cost of $42,000. 

The Old Hickory Paper Co., Nashville, Tenn., is start- 
ing work on a new paper mill which, it is estimated, will 
cost $1,000,000. 

The Pennsylvania Railroad Co., Philadelphia, plans to 
build a new machine shop at Camden, N. J., at an estimated 
cost of $75,000. 

The Modern Bond Corporation, West Fifth street, Wil- 
mington, Del., plans to build a new plant at- an estimated 
cost of $200,000. 

The Reliable Furniture Mfg. Co., 303 President street, 
Baltimore, plans to build a new factory at an estimated 
cost of $100,000. 

The Pittsburgh Brewing Co., 3340 Liberty avenue, Pitts- 
burgh, will build a new refrigerating plant at an estimated 
cost of $175,000. 

J. D. Adams & Co., Indianapolis, will build a new fac- 
tory to manufacture road building machinery, the estimated 
cost being $100,000. 

The American Box Factory, Leesburg, Va., has tentative 
plans for a new factory at Jackson, Miss., which, it is esti- 
mated, will cost $60,000. 

The Demountable Rim Mfg. & Sales Co., Moberly, Mo., 
plans to build a new plant to manufacture metal rims at an 
estimated cost of $80,000. 


The Beacon Hill Ice Co., 212 Garza street, San Antonio, 
Texas, plans to build a new ice manufacturing plant at an 
estimated cost of $100,000. 

The Sal-Co-Lene Co., Three Rivers, Mich., plans to build 
a branch plant and power house at Sunbury, Pa., at an 
estimated cost of $500,000. 

C. B. Christensen, Schenectady, N. Y., plans to build a 
new automobile service station at 214 Clinton street at an 
estimated cost of $115,000. 

The San Joaquin Valley Portland Cement Co., Exeter, 
Cal., will build a new cement mill at Three Rivers, Cal., at 
an estimated cost of $1,000,000. 

The National Ice Co., Columbus, Ohio, plans to start 
soon on construction of its proposed ice manufacturing plant 
at Toledo, which will cost $250,000. ; 

The Blanchard-Ohio Edison Coal Co., Fulton building, 
Pittsburgh, plans to build a mining plant near Toronto, 
Ohio, at an estimated cost of $600,000. 

The Atlantic Coast Line Railway Co., Wilmington, N. C., 
is building new car and locomotive shops at Montgomery, 
Ala., at an estimated cost of $450,000. 

The Indiana State Reformatory, Pendleton, Ind., will in- 
stall machine shop and woodworking equipment in new build- 
ings to be erected at a cost of $500,000. 


The Enterprise Mining Co., Miami, Okla., is considering 
plans for building a new concentrating plant and power 
house at an estimated cost of $100,000. 


The California Packing Co., San Francisco, plans to build 
an ice manufacturing plant and canning factory at Sacra- 
mento at an estimated cost of $1,000,000. 


The Autocar Co., Ardmore, Pa., plans to build a new 
service and repair works at Arch and North Douglas streets, 
Philadelphia, at an estimated cost of $350,000. 

Louis Burk, Inc., Third and Thompson streets, Philadel- 
phia, meat packer, will build a power house in connection 
with its plant, the estimated cost being $150,000. 

The American Bolt Corporation, Chicago, has plans for 
a new plant to be built at Sixteenth street and Forty-sixth 
court, Cicero, Ill., at an estimated cost of $500,000," 


Increased Capital pets 


Williams Foundry & Machine Co., Akron, Ohio, has in- 
creased its capital stock to $500,000. 

Fire Equipment & Marine Supply Co., Cleveland, has in- 
creased its capital stock from $15,000 to $25,000. 

The Dalton Malleable Castings Co., Warsaw, Ind., has 
increased its capital from $350,000 to $450,000...) 
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UPIPLUES 


SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 


Cuts the Mill 
Steam Cost 


Davis Pressure Regulators give 
the low cost of low pressure steam 
reducing the fuel bill and increas- 
ing boiler efficiency. 


G. M. Davis Regulator Co. 


408 Milwaukee Avenue 
Chicago, Illinois 


DAVIS VALYE 


gS STEAM SAVERS SINCE 1875 | 


Pis 


GARCO 


ASBESTOS PRODUCTS 


Including Garco Asbestos Brake Lining, 
Ringpak and Asbestos Textiles of 
every description. 


General Asbestos & Rubber Co. 
Main Offices & Factories: 

CHARLESTON, 8. C. 

New York, Chicago, Pittsburgh 


Canadian Distributors: 
Canadian Asbestos Company, Montreal 


Branches: 


ASBESTOS PRODUCTS CO. 


Manufacturers of 


Asbestos Aircell Coverings 
AND 


Asbestos Cement 
Prompt Shipments—Carload or Less 


General Offices and Factory 


2100 Fullerton Ave., CHICAGO, ILL. 


“Superior” 
Paper Pulleys 
Are the Best 


For Motors, High Speed, 
and 
Heavy Duty Machines 


Our new Jobber’s proposition makes possible a Better Profit 
for the dealer. Write today for “Bulletin A” and secure 
the “SUPERIOR” for your territory. 


SUPERIOR PULLEY CoO. 
17 South First St., St. Louis, Mo. 


LAFFITTE 


Welding Plates and Powder. Brazing Strips—s 
Plates—Powder. Tempering Powder and Alumi- 
num Solder for Low Forge Heat. 


Also 


Welding Rods and Flux for Oxy-Acetylene 
Welding. Case Hardening Compound. Babbitt 
Metal—Cold Rolled Steel. 


For Sale by all Dealers. 
The Phillips-Laffitte Company, Inc., Dept. S 


Pennsylvania Building, Philadelphia, Pa. 
Established — 1881 


RIBBO 
FIT DRESSING 


is sold only to the jobbing trade. 
supply houses have sold it for years. 
like it because it speeds up production. 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon folders 
with your imprint will help you sell. Write for jobbers’ 
prices. 


JOBBERS MANUFACTURING CO. 
950 Webster Bldg. 


Many of the best mill 
Machine operators 


Chicago 


STOCK 


SKINNER PIPE 
JOINT CLAMPS 


When you sell a joint clamp 
to a customer, you do him a 
great favor, for you save him 
time—you make a lasting friend, 
for you save him money. 


M. B. SKINNER CO., MFRS. 


562 Washington Boul. 


Chicago 


Known the World Over as the 


“V-B” Belt 


For 
Transmission, Conveying and 
Elevating 
The Very Best Balata Belt Obtainable. 


We also Manufacture 


Special and Ampere Canvas Stitched Belt- 
ing and the Victor Endless Thresher and 
Tractor Belts 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: Factories: 
345-351 W. Austin Ave. Easton, Pa. 
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HULL QUPPLUIES 


The Simplex Mfg. Co., Joliet, Ill., manufacturer of stoves 
and boilers, has increased its capital stock from $20,000 to 
$100,000. 

The Northern Conveyor & Mfg. Co., 3204 Auer avenue, 
Milwaukee, has increased its capital stock from $50,000 to 
$100,000, and plans extensions. 

The Scolding Locks Hairpin Co., Appleton, Wis., has in- 
creased its capital stock from $250,000 to $500,000, and is 
reported to be planning to enlarge its plant. 

The Brooklyn Edison Co., 360 Pearl street, Brooklyn, will 
increase its capital from $50,000,000 to $75,000,000, and will 
use a portion of the proceeds for plant extensions. 

The Simplicity Engine & Mfg. Co., Port Washington, Wis., 
has changed its name to the Simplicity Mfg. Co., and has 
increased its capital stock from $50,000 to $100,000. 

Ever-Grip Wrench Co., Chicago, has increased its capital 
stock from $30,000 to $100,000. The company was recently 
organized to manufacture a special line of wrenches. 

The Standard Sheet Metal Works, 1485 Thirtieth street, 
Milwaukee, has increased its capital stock from $30,000 to 
$75,000, the proceeds to be used for making plant improve- 
ments. 

The Frankenberg Refrigerating Machinery Co., 345 Jack- 
son street, Milwaukee, has increased its capital stock from 
$50,000 to $75,000, and will use the proceeds for expansion 
purposes. 

The Pennsylvania Engineering Works, Inc., New Castle, 
Pa., manufacturer of iron and steel castings, has increased 
its capital stock from $1,000,000 to $1,300,000, and will use 
the proceeds for expansion purposes. 


New Corporations 


The Baur Tack Co., Indianapolis, $100,000, to manufacture 
tacks and nails; incorporators: Oscar Baur and John F. 
Lonergan. 

The Wheeldon Co., Worcester, Mass., $150,000, to manu- 
facture special fine steel wires; incorporators: John Wheel- 
don and others. 

The Autodex Co., Waynesboro, Pa., $50,000, to manufac- 
ture patented card-indexing machines; incorporators: H. E. 
D. Grap and Roy J. D. Hoover. 

__The Ingot Iron Railway Products Co., Crawfordsville, Ind., 
$50,000; to act as jobber of railroad equipment; incorpora- 
tors: J. B. Frazier and others. 

The Crawford Steel Co., 341 North Crawford avenue, 
Chicago, $50,000, to deal in steel and steel products; incor- 
porators: Richard W. Partridge and others. 

__The John Robertson Co., 133 Water street, Brooklyn, 
$900,000, to manufacture hydraulic presses and other ma- 
chinery; incorporators: John Robertson and others. 

_The Pacific Sheet Steel Corporation, 120 Broadway, New 
York, $1,000,000, to manufacture steel sheets at South San 
Francisco, Cal.; incorporators: E. Becker and others 

The American Mfg. Co., Jackson, Mich., $10,000, to man- 
ufacture and sell hose and pipe couplings; incorporators: 
Morley S. Vaughn, Ray L. Hewlett and Wilford L. Kelly. 

The George M. Price Co., Inc., 2214 Catharine street, Phil- 
adelphia, $800,000, to manufacture casting and general hard- 
ware products; incorporators: George M. Price and others. 

The William Leard Co., Inc., New Brighton, Pa., $350,- 
000, to manufacture iron, steel and machinery; incorporators: 
William S. Leard, Charles H. Vaughn and Harry Calhoun. 


Coleman Hardware Co., 952 N. Michigan avenue, Chicago, 
$150,000, to manufacture and deal in builders’ hardware, 
oo and steel products; incorporators: Clay Judson and 
others. 

The MecVicker Railclamp Tieplate Co., 221 Grand avenue, 
Milwaukee, $1,000,000, to manufacture rail anchor tie plates; 
Mcorporators: E. M. MeVickers, A. M. Masters and J. E. 
Radtke. 

_ The Albaugh-Dover Mfg. Co., Chicago, $200,000, to con- 
tinue business of manufacturing gears and cream separators; 
Meorporators: P. A. Mortenson, R. B. Harter and Walter 
E. Smith. 

The Acme Electric Fuse Corporation, 232 Marcholf avenue, 
West View, Pa., $100,000, to manufacture renewable fuses 


and high tension links; incorporators: Samuel J. Meisel 
and others. 


Field Notes 


The U. T. Hungerford Brass & Copper Co., New York, 
has opened a Cleveland warehouse at 3055 St. Clair avenue. 

The Dayton-Dowd Co., Quincy, Ill., pump manufacturer, 
has opened sales offices at 30 North Michigan avenue, Chi- 
cago. 

The Wisconsin Electric Co., Racine, Wis., manufacturer of 
electrical tools, has moved its New York office to 407 Broome 
street. 


The Bassick Mfg. Co., Chicago, has acquired controlling 
interest in the E. S. Evans & Co., Detroit, manufacturer of 
loading devices. 

Deline & Elmes, 25 Church street, New York, have opened 
offices as dealers in hoisting equipment and general con- 
tractors’ supplies. 

The Belfont Iron Work and the Kelly Nail & Iron Co., 
Ironton, Ohio, have been merged into one organization under 
the name of the Belfont Steel & Wire Co. 


The Republic Iron & Steel Co., Youngstown, Ohio, has 
opened a Boston office at 865 Massachusetts Trust building. 
Norman W. Foy has been appointed manager. 

The Kirk-Latty Mfg. Co., Cleveland, recently disposed of 
its wheel goods department and is now devoting its entire 
activities to the manufacture and sale of bolts and nuts. 


Peck, Stow & Wilcox Co., Southington, Conn., manufac- 
turer of tools, has opened a hospital in its factory for the 
care of employes in time of accident or other emergency. 

The Marion Tool Works, Inc., Marion, Ind., has made 
application to the United States Patent Office for registra- 
tion of its trademark, which features the word, “Crecoite.” 


The Columbus Handle & Tool Co., Columbus, Ohio, has 
changed its name to the Columbus Handle & Tool Corpora- 
tion. There will be no change in manufacturing operations. 


The H. F. Livermore Co., 100 Cummington street, Bos- 
ton, dealer in mill supplies, is reported to be planning to 
build a new home to contain 15,000 square feet of floor 
space. 

The Lockhart Machine Supply Co. was recently organized 
at Lockhart, Tex., to act as distributors of machinery, tools 
and equipment in the Texas territory. E. L. Williams heads 
the company. ; 

The Davies Supply Co., Chicago, jobber of pipe and sup- 
plies, is building a new plant at 6600 Grand avenue and 
plans to move into it next summer. A large pipe yard will 
be a feature. 

C. F. Hutchings, 222 Market street, Newark, N. J., has 
been appointed distributor of tramrail equipment in north- 
ern New Jersey for the Cleveland Crane & Engineering Co., 
Wyckliffe, Ohio. 

The Purchasing Agents’ Association will hold its ninth 
annual convention at Boston the week of May 19th. This 
is the same week during which the mill supply associations 
will meet in Cleveland. 


Joseph Stahl has severed connections with the Hercules 
Chemical Company, New York, and has entered business for 
himself with offices at 229 West 105th street He will man- 
ufacture a drain pipe solvent. 

The Greenfield Tap & Die Corporation’s annual report was 
recently issued and showed that the net profits of the cor- 
poration during 1923 were $613,690, as compared with $159,- 
183 in 1922. After deducting depreciation and preferred 
stock dividends, there remained an equivalent of $1.59 a 
share on common stock. 


The B. F. Goodrich Company, Akron, Ohio, manufacturer 
of tires and mechanical rubber goods, reported sales of over 
$107,000,000 for 1923, compared with sales of $93,649,710 
in the previous year and $86,687,339 in 1921. 

Manning, Maxwell & Moore, Inc., has consolidated its Cin- 
cinnati and Cleveland offices and will now handle the busi- 
ness from offices in the Huron-Sixth building, Cleveland. 
E. H. Merrick has been appointed district manager. 

The Central Supply Company, Minneapolis, has announced 
the following personnel of its new branch house in St. Paul: 
William M. Walsh, branch house manager; A. G. Anderson, 
office manager, and A. L. Potter, A. J. Conroy, H. C. John- 
son and F. W. Anderson, salesmen. 

The Consolidated Machine Tool Corporation of America has 
moved its general sales offices from Rochester, N. Y., to 
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PULL QUPPLUES 


SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 


Immediate Shipments 


ASBESTOS air Cell and 


Wool Felt Pipe Coverings 


Lowest Price — Highest Qualities 
Boiler Coverings — Asbestos Cements 


Chicago Asbestos Manufacturing Co. 


Office Factory 
18 East Harrison St. 1909-17 West 22nd Place 


CHICAGO, ILL. 


Phones: Wabash 5380, Wabash 7747 


Miller 


COMPOSITION 


MALLETS 


Demonstration 
means sure sales. 


Outwear rawhide and 
sell for one-third less. 


THE MILLER RUBBER COMPANY 
OF NEW YORK 
Akron, Ohio 


Queen Safety Ladder Shoes 


A specialty easily sold at 
a nice profit. 


Ne 
\ 

Show in your 


Catalogue. 


Harker Mfg. Co. 
Queen Safety Ladder Shoes. Strong anc Engineers 


Fire and Safety 
sturdy. The cord grip makes them Cincinnati, ©, 


stick Don’t take a chance 


WIZARE 
BME 


Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 
IS STRICTLY A JOBBERS’ PROPOSITION 
We guarantee WIZARD to sell and give satisfaction, or money re 


funded. We supply our jobbers liberally with samples and advertising 
folders. 


Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 
Richmond, Va. 


Samples free upon request. 


Lovejoy Steel Plate Trolleys 

a To run on lower flange of 
Gi am I Beams. Made with steel 

; bushings, roller bearings and 
steel side plates. The wheels 
are as large diameters as the 
sizes of beams will permit. 
Trolleys are light, strong and 
inexpensive. 


Write for prices 


LOVEJOY TOOL WORKS 
328 W. Ohio Street Chicago, U. S. A. 


The No. 401 Champion 
Steel Rivet Forge 


ean be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler 
makers, ete. The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States, 
but also throughout entire 


world. 
Carried in stock by all the lead- 
ing mill supply jobbers, 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 


| PHILLIPS 


Spring Hammer 
DRILLS 


The most economical and satisfactory 
tools for drilling holes in concrete and 
stone, floors, walls and ceilings. 


Any Size Hole up to 2 inches Diameter. 


Phillips Drill Company 
1537 Cortland St., Chicago, Ill. 


MASON 


Reducing Valves 
Are Standard 


Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 


BOSTON, MASS. 


When writing to Advertisers please mention MILt SUPPLIES. 
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PULL & 


Wilmington, Del. H. J. Bailey, new president of the corpora- 
tion, is also head of the Hilles & Jones Co., Wilmington, 
one of the units in the corporation. 

The John Wood Mfg. Co., Conshohocken, Pa., has acquired 
the range boiler division plant and business of the L. Wolff 
Mfg. Co., Chicago, and will operate it as a branch for west- 
ern business. It will be under the management of David 
Ramsey, Jr., treasurer of the company. 

The 1923 financial report of the Moore Drop Forging Co., 
Springfield, Mass., showed total assets and liabilities of 
$4,366,683. Surplus of the company was increased from 
$759,029 to $878,235. It is said to be one of the best financial 
statements ever issued by the company. 

Mercer Supply Company, Inc., 143 Washington street, 
Newark, N. J., was recently incorporated to deal in mechani- 
eal rubber goods, tires and automobile accessories. Albert 
L. Vreeland and Vernoll Crane, both residents of East 
Orange, are among the interested parties. 

The United Steel & Wire Co., Battle Creek, Mich., has 
taken over the business of a company of the same name. 
The new company is capitalized at $1,000,000. The officers 
are: George J. Genebach, president; Charles H. Babcock, 
treasurer, and Lowell B. Genebach, secretary. 

Wodehouse S. Edwards, of the Fraser & Chalmers Engi- 
neering Works of Great Britain, recently spent several days 
at the plant of the Hewitt Rubber Company, Buffalo, in- 
specting work being done by the latter company on special 
conveyor belts for shipment to foreign countries. 


Work has been started on the construction of a new 
$150,000 plant for the Charlotte Supply Co., Charlotte, N. C., 
mill supply and machinery house. A report that the company 
was planning this expansion was published in the January 
issue of MILL SupPLies. The building will be four stories 
high. 

The bureau of labor statistics of the United States De- 
partment of Labor has available for distribution bulletin No. 
331 which is a code of lighting covering factories, mills and 
other work places. Copies may be obtained at ten cents 
each by applying to the Superintendent of Documents, Gov- 
ernment Printing Office, Washington, D. C. 

The Cumberland Steel Co., Cumberland, Md., manufac- 
turer of shafting, has appointed the Charles Bond Company, 
Philadelphia, its selling agent for eastern Pennsylvania, 
Delaware and the southern half of New Jersey, in addition 
to Philadelphia, in which city the Bond company has had 
the agency for the past twenty-five years. 

The Malsby Company, Atlanta, Ga., distributor of engines, 
boilers, sawmills and mill supplies, has moved from its former 
location at 42 West Alabama street to new quarters at 45 
East Mitchell street, affording the company additional office 
and warehouse space. J.C. Malsby is president of the com- 
pany, and G. G. Shipp is vice-president and treasurer. 

The Southern Metal Trade Association held its seventh 
annual convention at the St. Charles Hotel, New Orleans, on 
February 26 and 27. W. C. Trout, vice-president and gen- 
eral manager of Lufkin Foundry and Machine Company, was 
one of the speakers on the program. The new blue book of 
southern industry is now being distributed by the association. 

At the annual meeting of the F. E. Myers & Bro. Com- 
pany, Ashland, Ohio, Phillip A. Myers was elected president 
to succeed the late Francis E. Myers. The other officers 
elected are: John C. Myers, first vice-president; G. C. My- 
ers, second vice-president; A. N. Myers, third vice-president; 
G. D. Myers, fourth vice-president; F. B. Kellogg, secretary- 
treasurer; J. C. Frentz, assistant secretary, and M. G. Miller, 
assistant treasurer. 

John J. Metcalfe Mill Supply Co., Hopkinsville, Ky., has 
changed its name to the Cayce Supply Co. This is a change 
in name only, and there is no change in personnel, policies 
or ownership. The owners of the business are C. H. Cayce 
and G. L. Cayce. The company has been established since 
1885, and its territory includes Tennessee, Kentucky, Indiana, 
Illinois and Alabama. 

The Leather Belting Club of Chicago held its annual ban- 
quet and ladies’ night at the Hotel Bismarck in that city on 
Tuesday evening, January 29. It was an enjoyable affair, 
participated in by 76 members and guests. The entertain- 
Ment committee, headed by Lee Stiles of the Chicago Belting 
Company, had provided a banquet, followed by a specially 
arranged entertainment. 

The Ohio Brass Company recently purchased approxi- 
mately five acres of land and buildings, just across the 
Pennsylvania railroad tracks from its present Mansfield, 
Ohio, plant. The tract is triangular in shape and is bounded 


by three trunk-line railroads, the Pennsylvania, Erie and 
Baltimore & Ohio. The purchase was made from the Ault- 
man-Taylor Machinery Company. 

The Standard Gauge Steel Co., Beaver Falls, Pa., has ap- 
pointed the Edgcomb Steel Co., Philadelphia, as exclusive 
agent in the Philadelphia territory. The latter company is 
a newly organized one with offices at Eleventh and Cambria 
streets. The officers of the company are: Leslie Edgcomb, 
president; W. H. Franklin, vice-president; Harry Edgcomb, 
secretary and general sales manager. 


The Lincoln Engineering Co., 1501 East Indiana street, 
Evansville, Ind., has been organized by G. C. Bruner and 
F. J. Hofacker, president and secretary, respectively, of the 
Evansville Supply Co., First avenue and Ohio street, Evans- 
ville. Mr. Bruner is president of the new company and Mr. 
Hofacker is vice-president. The company will manufacture 
pipe coils, brine tanks and ammonia receivers. 


The El Reno Foundry & Machine Company, El Reno, Okla., 
held its annual meeting recently and re-elected all of its 
old officers as follows: E. H. Breuer, president and treas- 
urer; F. P. Funda, vice-president; M. C. Breuer, secretary. 
The company was incorporated in 1901 and reincorporated 
in 1921. President Breuer states that the principal indus- 
tries of the territory served by his company are flour and 
cotton mills, and that the mill supplies which are most in 
demand are pulleys and shafting. 


The Westinghouse Electric & Manufacturing Company, 
Pittsburgh, on January 28, shipped a 34-car trainload of 
steel mill plant electrical equipment to Sagunto, Spain. The 
total value of the shipment is more than $500,000, and is 
part of a development, costing many millions, which is be- 
ing carried out by a Spanish company, the Metallurgical 
Company of the Mediterranean. The electrical equipment 
will be used to drive the first complete electrically equipped 
modern steel rolling mill in Spain. 


The following is the committee of mechanical rubber goods 
manufacturers division of the Rubber Association of 
America, Inc., for 1924: Chairman, C. E. Cook, B. F. Good- 
rich Co.; vice-chairman, C. D. Garretson, Electric Hose & 
Rubber Co.; J. A. Lambert, Acme Rubber Mfg. Co.; G. E. 
Hall, Boston Woven Hose & Rubber Co.; D. R. Burr, Good- 
year Tire & Rubber Company; J. H. Kelly, Hewitt Rubber 
Company; J. H. Cobb, New York Belting & Packing Co.; 
J. H. Connors, Republic Rubber Corporation; C. C. Case, 
United States Rubber Company; and F. D. Voorhees, Voor- 
hees Rubber Mfg. Co. : 


Several changes of interest to pipe and supply jobbers 
were made in the organization of the Standard Sanitary Mfg. 
Co., Pittsburgh, at the recent annual meeting of the com- 
pany. J. W. Oliver, formerly secretary-treasurer, was elected 
first vice-president and chairman of the executive committee 
to succeed S. H. Moon. who retires to devote some time to 
travel and study. Willard C. Chamberlin was elected vice- 
president and wili continue as general sales manager. W. C. 
McKinney, formerly general manager of factories, has been 
elected secretary-treasurer, and is succeeded by Henry M. 
Reed as manager of factories. 


The Tomlinson Co., Norfolk, Va., held its twenty-first an- 
nual meeting and banquet at the Monticello Hotel, Norfolk, 
recently. Those present included; A. A. Tomlinson, presi- 
dent; William B. Tomlinson, vice-president; T. J. Byrne, 
treasurer; C. L. Roberts, secretary and manager of the Nor- 
folk branch; H. R. Myers, manager of the Philadelphia 
branch; S. F. Rogers, manager of the Greensboro branch; 
W. L. Brown, manager of the Richmond branch; J. J. Scul- 
lion, assistant treasurer; A. E. Burnett, W. G. Mitchell and 
A B. Ivey, all of the Norfolk braneh; H. R. Sterling and 
A. J. Desmond, of the Richmond branch; C. S. Whitehurst, 
of Norfolk, and Herman J. Kleinman, of Philadelphia. 


Irving J. Avery, for many years manager of the Hartford 
branch of the Fairbanks Company, which office was closed 
in line with the company’s policy in other cities, has organ- 
ized a company under the name of Avery, Kretzmer, Olcott, 
Inc., with office and warehouse at 30 High street, Hartford, 
Conn. Mr. Avery is president of the company. The other 
officers are: Stephen S. Kretzmer, vice-president; Frank L. 
Olcott, secretary-treasurer. Both Mr. Kretzmer and Mr. Ol- 
cott were formerly connected with the Hartford branch of 
the Fairbanks company. The new company will act as dis- 
tributor of Fairbanks scales, trucks and other products, and 
will also carry a complete line of contractors’ equipment, 
gasoline engines, pumps and specialties. 

The Sharp Tool & Supply Co., Inc., 184 Main street, 
Buffalo, N. Y., has been purchased by the W. A. Jones 
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QUPPLIBS 


SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 


Something to Crow About 


BURMALINE Belting for 
General Transmission Use is 
an ideal Jobbing Proposition. 


"BU RMALINE 


Burrell Belting Co. 
413 So. Hermitage Ave., 
Chicago 


SANDING— DRILLING 


Any Time— 
Any Place 


These and a_ hundred 
others are the opera- 
tions for which 
HASKINS’ Equipments 
are used every day. 


Manufacturers will 
preciate a copy of our 
new catalog giving im- 
portant data on the pro- 
duction savings possible 
with HASKINS’ Tools, 

JOBBERS will find many 
items of special Interest to 
them and their customers. 

Copies will be mailed on re. 
quest. 


516 W. Monroe St., Chicago, I. 


R. G. HASKINS COMPANY 


EXPANSION BOLTS 


provide a proper method of fastening to 
masonry. An absolutely permanent device, 
filling every crevice with lead. Simple in- 
stallation. They cost less and hold more. 

; The CHICAGO EXPANSION BOLT has 
Single given satisfactory service for over ten years. 
Equipment Endorsed and used by public utility com- 
panies, railroads, automobile manufacturers 
and many industrial plants. 


Double 
Equipment 
Dealers — We will be glad to submit samplesand prices, Write us today. 

Chicago Expansion Bolt Co. 
Madison Terminal Bldg. Chicago, Ill. 


Also manufacturers of Conduit Hangers, Flat Pipe Chae, Expansion 
Bridle Rings, Toggle Bolts and Expansion Nuts. 


Insist on Genuine 
Quality. It Bears the 
GOETZE Label 


We give you the privilege of trying 


Goetze Gaskets 
or Discs 


for ninety days on your worst valves 
and pipes. If they do not satisfy, they 
will cost you nothing. 


Goetze Gasket and Packing Co. 


7 Allen Avenue, 
New Brunswick, N. J. 


ROM the Land of 
Cotton comes the material 
for HETTRICK Stitched 
Canvas Belting. We weave 
it into tough canvas, which is 
in turn folded, sewed, 
stretched, and impregnated, mak- 
ing high grade belting for all 
transmission drives and conveyor 
work. 


Let us send you samples and 
dealers’ discounts. 


The Hettrick Mfg. Co. 
Tcledo, Ohio 


TYTE- 


UNYTE 


or Ser: 
Water, Steam. Gas aad 
Ate 


Jobbers of Plumb- 
ing, Heating and 
Mill Supplies every- 
where sell it exclu- 
sively. 


J. c WHITLAM MFG. CO. 


Sole makers of “TYTE-UNYTE” 
WADSWORTH, OHIO, U. S. A. 


J.C. WHITLAM MFG. CO. 
__ WADSWORTH, OHIO, U.S.A 


RACINE 


Machine Tools 


“*Standard the World Over’’ 
“Racine” High Speed Metal 
Cutting Machines 
“Racine” Wood or Metal Band 
Saw, Duplex type 
“Racine” Abrasive Metal 
‘utter 
Use ‘Racine’ H. S. Wood and 
Metal Band Saw Blades and 
“Racine” H. S. Tungsten Power 

and Hand Hack Saw Blades. 


Racine Tool 


& Machine Co. 


1405 Jones Ave. 


Racine, Wis. u. A. 


Double Needle—the Torch 
With the Cleaner Needle 


Modern low grade fuels tend to clog the 
burner orifice. In trying to keep the gas 
orifice clear, many burners having sharp 
pointed needle are quickly ruined as the 
orifice becomes enlarged. The No. 208 
Improved Double Needie Torch has blunt 
needles which overcomes this and prac- 
tically all burner troubles. The upper 
needle has a wire tip that clears the gas 
orifice, thus securing a perfect fire. Double 
Needle Torches save tiie and fuel. Job- 
bers supply at factory prices. Write for 
a catalog. 


CLAYTON & LAMBERT MFG. CO. 
10583 Knodell Ave., 
DETROIT, MICH., U. S. A. 


No. 208 Torch 
Ask for latest price 


When writing to Advertisers please mention MILL SuPpPLiEs. 
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Foundry & Machine Co., Chicago, manufacturer of pulleys, 
shafting and other transmission equipment, and will be con- 
tinued as a Buffalo branch of the Jones organization in 
charge of sales and engineering for western and central New 
York, carrying a complete warehouse stock. In addition, 
the company will carry in stock products of manufacturers 
of other lines, including steel pulleys, ball bearings, belting 
and allied lines. There will be no change in management, 
H. G. Sharp, president of the company, remaining in charge 
as manager, and he will have under him an organization 
which will include engineers and service men. The Sharp 
Tool & Supply Co., Inc., was incorporated in 1921 and its 
territory included western and central New York. Five 
salesmen were employed to cover the industries of this ter- 
ritory- 


CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 


SALESMEN WANTED 


THE MORGNER CATALOGUE COMPANY, having in- 
creased the volume of its business to such an extent as to make 
it necessary to add new men to its organization, now needs 
the services of two high grade salesmen. The qualifications 
are a thorough training and experience in selling, a wide 
acquaintance throughout the U. S. A. with officials of mill 
supply firms, and a competent all-around practical knowledge 
of the mill supply business. Salary $6,000 per year with 
liberal bonus based on amount of sales made. All com- 
munications will be kept strictly confidential. Address: O. 
A. Morgner, president, Morgner Catalogue Company, 300 
Adams street, Brooklyn, N. Y. 


WANTED—Two high grade salesmen experienced in mill 
and factory supplies to represent jobbing house established 
12 years, Central Ohio territory. Must be industrious, honest 
and intelligent, with satisfactory references and record for 
production. Address No. 773, care Mill Supplies, 537 S. 
Dearborn St., Chicago. 


QUPPLUES 


POSITIONS WANTED 


WANTED—Experienced Salesman, with following in Mill 
Supply trade, personally acquainted with buyers and leading 
salesmen in supply houses over the entire country, will con- 
sider change to another very high grade line. Can guarantee 
national distribution if product is right. Please state full 
particulars. Address No. 774, care MILL Suppiyes, 537 S. 
Dearborn St., Chicago. 


FOR SALE 


FOR SALE (NEVER USED)—Two 2}§x28 Dodge Style 
“B” Heavy Takeups; two 22x22 St. Fe. x 218 Dodge Double 
Belt Double Arm Cast Iron Pulley (made up of four 22x11 
pulley) with two pair Flanges and Bolts; forty Type “F” 
Troughing Rolls C-16 Cat.; twenty Type “G” Return Rolls, 
C-16 Pot; three 213 in. Rigid Pillow Blocxs. Hawkeye Supply 
Co., Mason City, Iowa. 


Shuman Shipping Labels 


In Rolls—Save Time 
Run through your typewriter in a continuous strip for rapid addressing. 


NO WASTE 


Do not stick together, curl or get 
soiled. Cannot be used as scratch pads. 


All kinds of Labels and all Good 


Ask for new catalog. A reference book 
on labels and tags 


The Frank G. Shuman Co. 


216 No. Clinton sSt., Chicago, Hl. 


Why Wait 
Until it is 
Too Late? 


When all depends upon 
your ability to get water 
into the boilers or shut 
down the plant —it will be 
too late to regret that you 
did not give more attention 
to the selection of abso- 
lutely reliable injectors. 


never give cause for re- 
eret. They respond in- 
stantly to the demand 
and are always ready to 
feed your boilers contin- 
uously when necessary. 
Over a ttillion satisfied 
users is testimony 
that cannot over- 
looked. 


If yours is a special problem— 
our engineers will be glad to as- 
sist you selecting PEN- 
BERTHY INJECTORS 
will meet your conditions in full. 
Don’t wait. IWrite us today for 
Catalog. 


PENBERTHY INJECT OR COMPANY 
1238 Holden Ave., acl 
Detroit, Mich. 


Canadian Plant, 
Windsor, Ont. 


HOW TO LOWER YOUR COSTS AND 
MAKE MORE MONEY 


Quicker Plating — Better Finishes, Cleaner Raw 
Material Results From Sand Blasting 


Leiman Bros. Sand Blasting Outfits pro- 
vide an inexpensive means of doing 
work which is now expensive, dangerous 
and not at all satisfactory. They pre- 
pare the surface of all articles that are 
to be plated—prepare it so that the time 
of plating is materially cut down, current 
saved and a more durable plate secured. 
The sand blast also provides an attrac- 
tive finish in matt, satin finish or frosted 
effects on metals, celluloid, fibre, wood 
or other materials. Mention the names 
of all well known and widely advertised 
articles and you have the users of these 
machines. 

Any quantity of production can be 
taken care of rapidly—any shape, size or 
material—we make a number of different 
sizes to fit all conditions. 


LEIMAN BROS. 
Automatic 
CONTINUOUS FEED 


SAND BLAST 


Low in price—inexpensive to operate— 

a pail of sand lasts for many days. 

Full Instructions Go With Each Outfit 
Get Catalog 


NO MATTER WHAT YOU MAKE, CONSULT 
WITH US ABOUT SAND_ BLASTING— 
WE'LL BOTH PROFIT IF YOU DO 


LEIMAN BROS. 


60 Lispenard St., New York 


Watts Bros. Tool Works 
Makers of Drills, Chucks 
and Patented Tools 
Turtle Creek, Pa. 
“The results we have ob- 
tained from your equip- 
ment have been very sat- 
isfactory and have solved 
all of our problems to a 

nicety.” 


Makers of good machinery for 35 years. 
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Quality 


is a necessary considera- 
tion where protection 
against fire loss is in- 
volved. All Diener 
Products are produced 
with this idea in mind. 
This is only one of the 
many reasons for the 
large sale of Diener 
products to large indus-° 
trial plants and the 
growing demand for 
them everywhere. 


“Protection”’ Approved Safety 


Non-Explosive Can 
and all other Diener Products are being sold easily by 


jobbers who wish to build business for permanence, 
because Diener reputation aids in their sale. 


We Want More Jobbers—Now 
You will find it to your interest to investigate this line 


further. Write for catalog showing our complete line, 
price list, and any other desired information. 


George W. Diener Mfg. Co. 


400-420 MONTICELLO AVE., CHICAGO 


A Good Valve 
Proposition for YOU 


MR. JOBBER, if you want to develop a 
substantial increase in your valve busi- 
ness, suppose you put in a small stock 
of Cino Iron Body Gate Valves, and you 
will soon see the demand grow far be- 
yond your expectations. 


Here is a valve which, while moderate 
in price, is of much better quality than 
some of the more expensive valves now 
on the market. It is the latest and one 
of the best products of our engineering 
department and was designed to fulfill 
the demand of the consuming trade for 
an iron gate in the small as well as the 
larger sizes. 


It is of very simple construction, and has 
two discs and seats—a double protection 
against leakage. It will take pressure 
from either side—is far superior to the 
standard wedge disc valve, and will give 
the best of satisfaction on all pressures up 
to 125 pounds. 


The Cinco Valve is extensively used in Chemical Plants, Tan- 
neries, Oi! Wells, Refineries, Mines, ete., and the all iron type 
enjoys a large demand among users who handle cyanides or 
other acids which ordinarily attack brass. It is made in 8 
sizes, 14 in. up to 3 in., and is furnished with iron body and 
brass mountings or entirely of all iren. 


It is the best gate valve value on the market—bar 
none. Send us a trial order, so we can prove tt. 


The D. T. Williams Valve Co. 


CINCINNATI, OHIO 


Round Rawhide Pins 


(used in connection with metal belt lacings) 


We are the manufacturers of 
these and now offer our prod- 
uct direct to the jobbing trade. 


Twisted Round 


“Safety Lacing”’ 


A round wire-like stretchless, non- 
metallic belt lacing which is stead- 
ily replacing the ordinary round 
metal wire lace. 


The Chicago Rawhide Mfg. Co. 
1301 Elston Ave. Chicago, Ill. 


Mechanical Leather Tanners 
Rawhide — Indian Tan — Krome 
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BULLDOZER 


POWER PUMPS 


—~FOR GENERAL SERVICE 


This type of pump has proved an unusually good seller because 
of its broad general use, economy of operation, simplicity, dura- 
bility and power. Complicated parts have been entirely elim- 
inated so that installation can be made without the help of an 
expert. 

SELF-OILING—This is of particular interest to buy- 
ers. Working parts of the MYERS are completely cov- 
ered and constantly bathed in oil. Never any repair 
bills due to lack of tubrication—the MYERS takes care 
of itself and therefore gives longer and more satisfac- 
tory service at a minimum cost. 


Write today for the Myers catalog. 


SELF-OILING 


SAFE 
SILENT 
SUR 


MYERS PUMPS FOR EVERY PURPOSE 
HAY TOOLS «*° DOOR HANGE! 


ASHLAND, OHIO. 


MILL SuPPLIES. 
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QuPPLUES 


The men who pull 
the handles like 
the exclusive 
“lift-off” feature 
that eliminates 
unwinding after a 
cut, the absence 
of loose, break- 
able small parts 
and the cleah-cut, 
tight -fitting 
threads they get 
every time with 


OSTER 


Bull-Dog Die-Stock 


THE 


MARTIN AUGOSTUS 
would go a hundred miles 
because of one! 


The men who walk a mile for a Camel have 
nothing on this pipe fitter. A hundred mile 
trip is little enough when a customer’s pur- 
chase has paid so well in cash and satisfaction. 
Augostus says: 


“T got one Oster Bull-Dog from % to 1%4” and 
one from 1 to 2”. I received the 2” die at 9 a. m. 
and the same day at 3 p. m. made enough 
money to pay for it. I would be only too glad 
to go one hundred miles and pay my fare to 
get one of your good tools.” 


The Tool that can make customers like the 
writer of this letter is a mighty good item 
for a supply house to handle—especially when 
backed up by steady advertising and adequate 
profit-margin. 


Eleven handy tools in either plain or ratchet 
type, each threading from 4 to 8 sizes, make a 
compact assortment covering every demand. 


OSTER MANUFACTURING 


2087 East 61st Place, Cleveland, Ohio 


Pipe- Threading Specialists for more than a Quarter-Century 


CO. 


When writing to Advertisers please mention Mitt Supp ies. 
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SET, CAP and SAFELY SET SCREWS 


Square-head, headless, hollow, tool-post 


Sales Easy to Build—Permanent to Hold 


Increase your sales and profits by selling an article 
that stays sold and brings repeat orders. 


Sell your customers service and satisfaction and 
build a permanent business with MAC-ITS. They 


bring repeat orders and satisfied customers. 


Once a MAC-IT customer—always a MAC-IT user. 


You'll find it easy to sell MAC-IT screws by dem- 
onstrating their exceptional strength with the sam- 
ple screw and test block. 


Ask for sample screw and test block—they are 
yours for the asking. Just tell us whether you 
want a square head set screw or a hollow. Send 
for a set today. 


The Strong, Carlisle & Hammond Co., 


General Distributors 


1392-1394 West Third St., Cleveland, Ohio 
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